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Pole Pusher 


. A mechanical pike pole with the push- 
‘4 ing capacity of at least ten men. 
Straightens leaning poles—takes 
slack out of wires on corners— 
moves a pole through a trenchon 
resetting—holds a pole straight 
when pulling—in fact, it will 
save time and back-straining 
labor everywhere the ordi- 
nary pike pole is used. 
Light enough for one 
man to carry and op- 

erate. 
Capacity—6000 

Ibs. 


Write for 
Prices 


Can also be used to lift trucks or 
other heary objects 


HARRAH MFG. CO. 


Bloomfield, Indiana 
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ANNOUNCEMENT 
Radio Interference Eliminated 


The installation and operation of high powered, extremely sensi- 
tive radio receiving sets has ferreted out evefy conceivable type of 
electric equipment that radiates electro magnetic waves either of an 
audible frequency or at radio frequency. Machines that were de- 
signed and installed previous to the advent of radio have come in for 
their share of criticism if interference is traceable to their operation. 


Machines operating on the principle of making and breaking elec- 
tric currents similar to Leich Converters and ringing machines are 
serious offenders, and perhaps more experimental work has been 
done to find a remedy for this source of interference than any other 
type of electric vibrator. : 


Several devices have been used in the past with more or less success, but the 
uncertain results obtained at various exchanges plainly showed the ultimate 
solution had not been found. 


However, continuous experiments conducted by the Leich Electric Co. have 
resulted in a new form of interference eliminator for ringing machines that has 
been successful in the many exchanges in which it has been tested. 


The new Leich Interference Eliminator combines the effects of choke and 
drainage of the high frequency currents to ground. The power leads as well as 
ringing leads are drained without detriment to the operation of the ringing ma- 
chine or the effectiveness of the ringing current. 


The necessary equipment is housed in a neat cabinet in which are mounted 


power lead. 


The price of the 2-A Interference Eliminator is $10.00, f. 0. b. Genoa, III. 
10 days allowed for trial. Orders will be filled in sequence of receipt. 
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Leich LEICH ELECTRIC CO. 


Electric 
Co., ‘\ 


a m SY Telephones, Switchboards, Accessories 


2-A interference ‘\ 
Miasiee ter GENOA, ILLINOIS 
days’ trial. 
d We are DISTRIBUTORS 
using ELECTRIC APPLIANCE COMPANY 
Chicago, Dallas, San Francisco, New Orleans POST GLOVER ELECTRIC CO. 


ST. PAUL ELECTRIC CO. Cincinnati, Ohio 
St. Paul, Minn. 

B-R ELECTRIC COMPANY TELEPHONE & ELECTRIC SUPPLY CO. 
a a Spokane, Wash. 




















lamp sockets for current limiting lamps wired in the draining circuit for the 
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Methods of win- 
ning and holding the 
good will of their 

patrons should always be of keen interest 
to service companies. An effective plan of 


this sort was described by a visitor to 


TELEPHONY’S offices the other day, so we 

are passing it along. 
* * x aK 

The visitor was Charles A. Rolfe, presi- 

dent of the Southwestern Home Telephone 

Co. of Redlands, Calif. 


the telephone business 47 years, and dur- 


He has been in 


ing that time, being a shrewd observer, he 
has stored up much valuable experience. 
California telephone men have been capital- 
izing Mr. Rolfe’s knowledge of the busi- 
ness of running a telephone company by 
electing him from year to year as presi- 
dent of their state telephone association. 
“Our company has adopted the practice 
of calling on every one of our subscribers 
once a month and asking if he is satisfied 
” said Mr. Rolfe. “If the 
subscriber has any complaint to make or 


with the service, 


suggestion to offer, we inquire into it 
and take action without loss of time. If 
the subscriber has a legitimate ground for 
complaint, it is corrected, and he is made 
to feel that the company’s first considera- 
tion is to give him first-class service. 

“A careful record is made of this can- 
Vass, and every so often we publish the 
This is in 
the shape of a paid advertisement. It 
makes 
it is 


result in the local newspaper. 
good publicity for the company, for 
urprising how few people will actu- 
ally criticize the service when asked for 
a del:berate, definite opinion. 


Many people will kick in an offhand 


CURRENT OPINIONS AND COMMENTS 


way, on the spur of the moment, but when 
they understand that the company is mak- 
ing the canvass in a serious, organized 
way for the betterment of service, the 
average subscriber, after thinking the mat- 
ter over, declares the service is all right. 

We have found this to be an effective 
method to drive home the idea that the 
Southwestern Home Telephone Co. is in 
dead earnest in striving to furnish good 
service. The subscribers appreciate the 


monthly visit and are friendly. Of course, 


. the plan also enables us to straighten out 


mistakes quickly, preserve the patron’s 
good will and keep the service up to 
standard.” 

eS ¢..8 @ 

It is not difficult to perceive how effect- 
ively this newspaper publicity can be em- 
ployed to increase the company’s good will 
Mr. Rolfe says he pub- 
lishes all the answers of the subscribers 


in the community. 
interviewed — favorable or unfavorable 
alike—but he has noticed that the critical 
replies have diminished in number as the 
months have passed. In fact, merchants 
and business men are pleased to see their 
names in the paper as boosters for a home 
enterprise. 

The plan has been in operation some 
time, and has worked out so well that it 
is now a fixed item in the company routine. 

. * * * * 

A letter received from a telephone ex- 
ecutive in a Middle Western state com- 
ments on the post-election observations as 
follows: 


“You are undoubt- 
edly correct in cheer- 
ing over the political 
defeat of the radicals who aimed to put 
over government ownership of the rail- 
roads and the vtilities, but it seems to me 
that there is a danger of going too far in 
the opposite direction. 
business inter- 


I mean that, because the 


ests carried the election against the so- 
called Socialist program is no reason why 
they high hand, 


should carry on with a 


build up monopolies and make Big Busi- 
ness the controlling factor in American 
affairs. 

It is true that radicalism has been re- 
buked—and rightly so—and that the people 
voted against a radical change just for the 
sake of turning things upside down, but 


that doesn’t mean, either, that the bulk of 


the people are going to stand for the 
country being run by a few combinations 
of great wealth and financial power. 

x * * * 


“To my mind, the election showed that 


the people wanted to preserve individual 
initiative and give every man a chance to 
develop and prosper. If Big Business tries 
to capture everything and submerge the 
‘little fellow,’ 


jolt as the radicals did on November 4. 


it will get just as hard a 


When the pendulum swings so far one 
way, the temptation is strong for the win- 
ners to go the limit, but I hope this will 
not be the case, for otherwise the pendu- 
lum will swing just as far the other way.” 
* * * * 
Ordi- 
nary prudence would seem to induce im- 


That sounds like common sense. 


portant business interests, having escaped 





12 


from the perils of radicalism, to be reason- 
ably conservative themselves in their fu- 
ture actions, and not tempt fate by trying 
to establish monopolies, or ruthlessly tak- 
ing unfair advantage of others. This, in 
fact, would justify the recent attacks of 
the hostile radicals. 
* * *& * 

Some of the largest, most powerful cor- 
porations in their line sense this danger, 
and no doubt will use their influence ac- 
cordingly. It calls to mind the occasion, 
a year or so ago, when the Standard Oil 
Co. of Indiana was charged with attempt- 
ing a monopoly. At that time the com- 
pany inserted large advertisements in the 


newspapers with a headline reading, 
“Monopoly? No!” 
The opening paragraph of the an- 


nouncement said: ‘“‘Monopoly is abhorrent 
to the minds of the American people, and 
will not be tolerated by them. Monopoly 
means arbitrary control; it means cur- 
tailing opportunities for the individual, and 
such curtailment strikes at the root of 
The Standard Oil 
Co. of Indiana is American to the core. 


American institutions. 


It has no desire to achieve a monopoly.” 

That is pretty sound gospel, and ought 
to be borne in mind by Big Business at 
this time. 


Illinois 
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COMING CONVENTIONS. 


North Carolina, Charlotte, Hotel 
Charlotte, December 3 and 4. Conven- 
tion called to organize association of 
North and South Carolina telephone 
men. 

South Dakota, Aberdeen, January 14, 
15 and 16, 1925. 

Minnesota, St. Paul, St. Francis 
Hotel, January 20, 21 and 22, 1925. 

North Dakota, March 10, 11 and 12, 
1925. 

Ohio, Columbus, New Southern Hotel, 
March 24, 25 and 26, 1925. 

Kansas, Topeka, Hotel Kansan, April 
7, 8 and 9, 1925. 

New York, Rochester, Powers Hotel, 
May 13, 14 and 15, 1925. 








Next Thursday the American people 
celebrate Thanksgiving Day, and a little 
serious thought will show that they have 
plenty to be thankful for. 

Ingratitude is one of the most contempti- 
ble of faults, and while doubtless there is 
much we could, with reason, wish to be 
changed, the fact remains that dwellers in 
the United States are the most favored 
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people on the face of the earth. At least 
the people of foreign countries believe so, 
for they are clamoring for admittance at 
the immigration ports. Good crops, im- 
proving business, increasing employment 
and the highest wages paid in the world 
are only a few items in Uncle Sam’s list 


of assets. 


* * *k * 


Speaking of wages, the suviet wage scale 
of Russia—just made public—should be an 
eye-opener to many people, especially to 
some of the radical reformers. That scale, 
which is fixed by the government for all 
workers in Russia, shows that the physi- 
cians are the highest paid. They get $42 
a month. The trades get about a quarter 
as much. 

Looking down the list we find this item, 
“Telephone manager, $15.75 a month.” In 
soviet Russia they call telephone operators 
“telephonists,” and their wages are quoted: 
“First class, $9.40 to $10.50; second class, 
$7.35 ‘to $8.40 per month.” 

It doesn’t take much reflection on these 
figures to show that the people of the 
United States have a real use for a 
Thanksgiving Day. There is a reason why 
our country is the only one in the world 
that has such a holiday. 
so much cause to give thanks. 


None other has 


“Presidential” Convention 


Convention of Illinois Telephone Association, Held in Peoria Last Week, 
Characterized by Large Attendance, Splendid Papers and Addresses and Helpful 
Discussions on a Variety of Timely Topics—Traffic Conference Big Success 


The “Presidential” convention of the 
Illinois Telephone Association, held in 
Peoria last week, November 12 and 13, 
was entered on the records like the recent 
national election as “the year of the big 
attendance.” And like the election, also, 
the women were an important factor in 
its success. 

The registration records show that there 
were close to 500 registered, of which 
over 175 were operators. The addresses 
were purposely made short and the ses- 
sions were closed early so that the various 
committees could meet with ample time to 
perform their work and also to provide 
greater opportunity to convention visitors 
to inspect the exhibits, of which there 


were many. 

Excellent addresses were presented both 
at the main convention sessions and in the 
trafic conference, while the discussions in 
both sections were most interesting and 
informative. 


By Stanley R. Edwards 


The social aspect was not overlooked 
and all of the telephone men and women 
felt as if they were really very well ac- 
quainted when the music stopped after the 
last dance Thursday night. The theater 
parties and dance on Wednesday evening 
and the banquet, musical program, ad- 
dresses and dance on Thursday evening 
were enjoyed by large numbers. 

As a result of the election of directors, 
one new member appears on the board— 
F. Trautwein, of Morrison. Dr. R. E. 
Gordon, after many years as an officer of 
the association, retired from the presiden- 
cy, and at the organization meeting of the 
directors, Fred A. Norris, of Monmouth, 
was elected president. A. R. Patterson, of 
Streator, and J. G. Mitchell, of Spring- 
field, were re-elected vice-president and 
secretary-treasurer, respectively. 

The directors of the association intend 
to carry on the constructive program in- 
augurated by Dr. Gordon during his terms 








as president. It is planned to add to the 
activities by the employment of a service 
engineer and provide other aids to the 
member companies. 

Calling the opening session of the con- 
vention to order shortly after 10 o'clock, 
Wednesday morning, President R. E. Gor- 
don, of El Paso, referred to the improve- 
ment in attendance at the annual meetings 
and in telephone conditions generally 
throughout the state. These improvements 
ke attributed largely to the custom of 
opening the association’s convention with 
prayer and asked Reverend B. G. Carpen- 
ter, of Peoria, for the invocation. 

Mayor Edward N. Woodruff, of Peoria, 
gave the association members a warm wel- 
come to the city, complimenting them as 
men who are performing a great public 
service. 

Dr. J. G. Schwarz, of Jerseyville, in re- 
sponding to the address of welcome, set 
forth the reason for gathering in conven 
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tion as being because “Man cannot live 
to himself alone.” In part, Dr. Schwarz 
said: 

“A realization of our own personal de- 
pendence is the beginning of cooperation. 
Cicero, the great philosopher, said: ‘There 
is no more sure tie between friends than 
when they are united in their objects and 
Where there is an admission of 
dependence, there usually follows a will- 
ingness to cooperate, which is the widest 
and safest distribution 
benefits. 

‘The sun cannot shine into an inverted 
bowl,’ is a very ancient Chinese proverb, 
perhaps as old as the mandarins. It means 
that many people by their attitude toward 
the friendships and fellowships of life are 
like a bowl turned upside down so that it 
cannot receive anything from the outside 
into itself; like the flower that shuts its 
petals to the cooling raindrops or a sun- 
beam ray. 

So often we hear the statement, ‘All 
kinds of people make the world,’ when as 
2 matter of fact but two kinds constitute 
the human family, when we apply the 
most significant yardstick to determine the 
great dividing line in natures. One class 
is sure that the world owes it something, 
while the other class feels, with conscious 
recognition of its infirmity, that it owes 
the world something. 

One class say that they had no choice in 
coming here; but now that they have ar- 
rived, they promptly lay claim to all they 
<an get. They make a draft upon every 
resource at command for all they can get 
in every way they can get it. They are 
determined to get all that is due them, 
under the above ideas. 

The other kind of citizen—and let’s be 
grateful that his tribe is not entirely ex- 
tinct—is, first of all, possessed with an 
open mind. He has faith in things as they 
are, appreciates that he owes the world a 
duty and is conscious of his obligation to 
others. In the pursuance of his journey, 
he wonders why so many are unhappy, 
because he drinks deep of the joys of liv- 
ing as he wanders on. After awhile he 
discovers that the only happy folk in the 
world are those who are doing the best 
they can for the common good. He dis- 
covers that the secret of contentmént is 
found in human service. He understands 
that the man who gains the most happi- 
ness for himself is the one that gives the 
most of himself for welfare of others. 

Such men have a balance of happiness to 
their credit, but none cares to make a 
draft upon it. They are content to leave 
it there. Life is a very good game, but 
the way to get the best out of it is to put 
the best into it. 

The distinction between these two 
classes is not one of success or prosperity. 
The distinctive mark is their attitude to- 
ward the world, and the spirit in which 
they deal with their fellow men—and it is 
in the latter class that the hope of human- 


wishes.’ 


of resources and 
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ity lies; in the fellow with the hopeful 
onlook, who won’t give up to the blues, 
who keeps a strong hold upon himself 
and holds his head high, looking ever on- 
ward and upward. 

The world is full of those stranded 
upon the rocks of life; the many who, in- 
stead of living with eye and heart open 
to words of kindness, are closed up like 
a clam. They shun association, disregard 

















F. A. Norris, Newly-Elected President, Has 
Been Manager of the Monmouth (lll.) 
Telephone Co. Since 1917. 


the little overtures which if followed 
would lead them out. They sit morbidly 
and wait for some great billow of good 
fortune to engulf them and set them afloat. 
This is not much to be proud of when a 
man says he was born with a silver spoon 
in his mouth, that he was petted and cod- 
died, his every want gratified without his 
lifting a hand. 

Don’t be alarmed. You can be a shut- 
in, you can keep every ray of God’s sun- 
light, every help of a friend out of your 
life, and you can sit down and mourn like 
the weepers before Israel; you can shut 
out fellowship until you will be a stranger 
in a strange land, with none to help you 
and no one to care. On the other hand, 
every good and holy thing of life may be 


yours if you will only place yourself in 


the attitude to accept. 
choice. 


We may take our 


It is true that organization is one of the 
best means of getting things down, but 
there are so many organizations which are 
just a_ substitute for doing anything. 
When a group of people feel the call of 
duty in any direction—civic, moral or 
charitable—they meet, make speeches, elect 
officers, select committees, and then go 
home with a sense of having fully and 
completely discharged their responsibility. 
Let not this be said of this convention, 
since it has not been said of it heretofore.” 
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Before the operators, who were invited 
to the opening session, left the room for 
their conference, Dr. Gordon paid them 
a tribute in the reading of “A Cog.” 

The election of five members of the 
nominating committee to suggest candi- 
dates for directors resulted in the selec- 
tion of J. H. Dial, Jacksonville; Geo. X. 
Cannon, Freeport; Ed. S. Sterrett, Henry ; 
A. J. Parsons, Springfield; and F. Traut- 
wein, Morrison. 

The committee was completed by the 
naming of these four by the chair: H. G. 
Lankford, Chicago; W. H. Bassett, St. 
Louis; R. E. Matteson, Joliet; and H. H. 
Knipe, Lawrenceville. 

Secretary J. G. Mitchell read a letter 
from A. R. Bone, extending an invitation 
to hold the 1925 convention in Chicago. 
He also directed attention to “Principles 
of Business Conduct” as adopted by the 
Chamber of Commerce of the United 
States, copies of which had been 
tributed. 

President Gordon introduced as visitors 
from other states Chas. C. Deering, of 
Des Moines, Iowa, and F. V. Newman, of 
LaPorte, Ind., both of whom briefly re- 
sponded. 

Adjournment was taken about 11:30 in 
order to give the committees opportunity 
tc meet and get their work started. 

President’s Annual Address. 

Immediately upon calling the Wednes- 
day afternoon session to order, Dr. R. E. 
Gordon delivered his annual address as 
president. Dr. Gordon stressed the value 
of service and its rewards and in his rec- 
ommendations relative to the association’s 
work advocated expansion of its service 
facilities to members. 


dis- 


Said the president: 


“It is with pleasure I again welcome 
you to our annual convention; glad to see 
so many smiling faces, for I believe you 
have all seen the rising tide of prosperity 
in store for this old United States. Pros- 
perity because of confidence in our ability 
as a nation to still go ‘sane.’ Likewise, 
the telephone business is improving be- 
cause of increased public confidence in us. 


Confidence is one of the most important 
elements in our business. It is a funda- 
mental requirement in world relationship, 
governmental development, and 


success. 


business 


Securing public confidence in one’s abil- 
ity and integrity is the first step in launch- 
ing a business career. Public confidence 
established, success is certain. The same 
confidence retained, a continual growth in 
achievement is assured. Public confidence 
lost, success is destroyed. 

It is natural, as well as laudable, to de- 
sire to succeed in one’s chosen vocation. 
Sut a full measure of success can be 
achieved, and a permanent success assured, 
only when public confidence is gained and 
retained by positive service, a service that 
hespeaks its quality in actual benefits. 

The fundamental meaning of service is 





14 


the promotion of the interest and welfare 
of the one served to the fullest possible 
degree. Insofar as we are bound by duty 
or by commission to serve there is no 
degree of service. 

Service in such instances means maxi- 
mum service. Because service does not 
carry such a fundamental meaning, it is 
quite obvious that in many instances, of 
which telephone work is a conspicuous 
example, the practical meaning changes. 
What may have been service in the fullest 
measure of the term two years ago, or 
even a year ago, may not be such today. 

The practical meaning of _ service 
changes because of constant accumulation 
of knowledge. Better ways of securing 
results are devised. New methods are 
developed. Improved products are in- 
vented and perfected. New needs are 
evolved for the requirements of changing 
industrial conditions, and modes of living. 

The history of the development of the 
telephone shows the evolution that is con- 
stantly taking place, only today’s develop- 
ments are coming with greater rapidity 
than in the preceding years. The men 
who make history and mold civilization, 
who raise humanity to new heights of liv- 
ing, are not the strike-it-rich opportunists, 
but those who try to make the most of 
every day’s work, for every day is a day 
of opportunity for service. 

Civilization’s forward march has been 
due more to modest, patient effort than 
to flamboyant crusades. Leadership points 
the way, and imparts enthusiasm, but co- 
operation produces forward motion. Im- 
portant scientific discoveries would be no 
more potent than fairy tales without their 
reduction to practical use or application 
by the rank and file of the scientific army. 

The man who can realize all these bene- 
fits is the one who is keen to recognize 
the value of discoveries that will help 
him render better service, Anyone who 
has observed the developments in the tele- 
phone field during the past decade knows 
that the opportunities of the field have 
vastly multiplied from both a standpoint 
ot service and its reward. It is, further- 
more, gratifying to know that the growth 
of recent years is but the rising of the 
curtain on bigger things that are to come. 

The increased knowledge and facilities 
for rendering service are being met by an 
enlightened public appreciation, which 
paves the way for an incalculable expan- 
sion. 

Service! On every hand one hears it; 
the magic word that will open the hearts 
and purses of men. But can those who 
merely mouth the word understand what 
service means, and what it demands? 
Even in business, or a proposition that 
depends for its existence upon the need 
for a service, is the fullest service always 
realized and rendered? 

Let us look at our own work, for in- 
stance—that of the conservation and ex- 
tension of telephony. The sentence sum- 
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marizes the situation in a general way. 
The education of service does not lie 
within the province of any individual. or 
company engaged in telephone work, but 
must be carried on by organizations re- 
lated to the industry, and the organiza- 
tions that are meeting it need the support 
and cooperation of the whole telephone 
profession to carry it on. 

I, therefore, urge you to support your 
state and national organizations, for only 
by your help and your cooperation can the 
work of service be properly carried on. 
If you are not now an active worker in 
your state association, I beg of you to give 
us that hearty support, both financially 
and personally, that is necessary to give 
to an exacting public the kind of service 
so essential to a successful business. 


Nineteen hundred and twenty-four finds 
us on an upward climb to a greater pros- 
perity. Let us all put our house in order 
that we may share’ in that greater pros- 
perity. 

You have all done well so far, and I 
want to take this opportunity to thank you 














Dr. Gordon’s Unselfish Loyalty, His Clear 
Thinking and Constructive Ability Have 
Greatly Aided in Satisfactorily Work- 
ing Out the Association’s Policies 
in the Past Five Years. 


one and all for your loyal support to your 
officers, and especially to me during the 
past year.’ We have carried on the usual 
number of district meetings. All have 
been well attended and very enthusiastic, 
and much good has come from them. I 
trust you will continue them and give my 
successor the same loyal support you have 
given me. 

I recommend, as our finances will per- 
mit, the adding to the facilities and ser- 
vice of the association a traveling cable 
repairman, a competent plant repairman 
who can come into your office and my 
office and assist in giving better toll ser- 
vice. 
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If you do not keep your toll service up 
to standard, the Independents will soon 
have to go out of the toll business. The 
handwriting is on the wall.. I give you 
this warning. 

I will leave the detailed account of the 
association’s activities to our secretary, 
and close by again urging you to give this 
thought of service your most serious con- 
sideration. Let each succeeding month 
and season, with its new problems and 
opportunities for service, bring to each of 
us a new sense of responsibility for our 
share of the world’s work, and a fuller 
realization that insomuch as we perform 
our work with despatch and precision, we 
are in that measure contributing to the 
world’s efficiency and humanity’s happi- 


ness. 

One more another milestone 
past, 

Twilight comes on, the night will follow 
fast. 

But, through its blackness moonbeams ’Il 

shed 

light to 

ahead. 


year gone, 


Soft guide us o'er the road 


We must go on, the past year’s joys and 
sorrow 

Are memories dim today, and come to- 
morrow 

These too will fade. 
read 

Means that life runs before—the past is 
dead. 


Rightly the lesson 


Go forward bravely, then; great things 
await 

The traveler who blanches not at adverse 
Fate. 

“To him that overcometh, I will give,” 
was said, 

Trust in that 
ahead. 


promise—Smile and go 


Upon the conclusion of Dr. Gordon's 
address, Secretary-Treasurer Jay G. Mit- 
chell, of Springfield, presented a resume 
of the activities and accomplishments of 
the. association during the past year and an 
outline of the tentative plans for the work 
of the coming year. 

After a few introductory remarks, Mr. 
Mitchell spoke as follows: 

“After careful consideration of the mat- 
ter, the establishment of a service depart- 
ment was authorized and a traveling chief 
operator was permanently added to the 
office staff on September 10, 1923. This 
action was taken with two closely-related 
but distinct purposes in view. 

Purposes in Establishing Service De- 
partment. 

The first and most obvious reason for 
the service department was to place before 
member companies of the association op- 
portunities to establish effective contact 
with the sources of the proven refinements 
and developments in economical and satis- 
factory handling of telephone traffic. This 
object is of great importance, especially to 
the smaller telephone utilities. 

Practically the entire contact between 
the general public and the telephone utility 
is obtained by the furnishing of service, 
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by the handling of calls. It is important 
that this one point of contact be utilized 
in building up a satisfactory public atti- 
tude because a given operating force and 
a given equipment with good intentions 
and loyalty may give indifferent or poor 
service, but when the operating force is 
afforded an opportunity of becoming pro- 
ficient and expert in details of practice 
may give excellent service. 

Experience has shown that when the 
telephone service is excellent not only is 
the relation between the telephone utility 
and its subscribers satisfactory but the 
entire community profits thereby and re- 
ceives favorable comment and advertise- 
ment from the traveling public. 

The secondary object striven for in the 
establishment of the service department 
was the securing of favorable local pub- 
licity, and this object has been most satis- 
factorily attained. The district meeting 
has been adapted to the attainment of the 
two objects mentioned, along with others, 
and as a result the traveling chief operator 
has conducted a traffic conference at every 
district meeting held by the association 
since the service department was estab- 
lished. 

A simple operators’ handbook, including 
a brief presentation of the standardized 
phraseology which has been found to be 
productive of the best results, with other 
material of a constructive value, has been 
prepared by the traveling chief operator. 
This -handbook has been issued to every 
operator attending district traffic confer- 
ences and has been purchased in quanti- 
ties by a number of member companies 
also for distribution in traffic departments. 

This book was intentionally made simple, 
readable and unpretentious in appearance 
so that its object, the placing of standard- 
ised phraseology and methods before the 
operators of the small offices, might not be 
defeated in the very beginning. Certain 
minor modifications will be made in the 
text when this handbook is reprinted, but 
in general it has been found to be satis- 
factory, and in connection with the district 
traffic conferences to be productive of an 
improved condition, especially in the 
smaller offices. 

In addition to the preparation of the 
operators’ handbook and the holding of 
the district traffic conferences, the travel- 
ing chief operator has been detailed to 
Visit a number of exchanges of member 
companies, with the happiest results. In 
one case your secretary-treasurer was in- 
formed by the management of the tele- 
phone company that the favorable results 
attained were almost incredible and would 
never have been believed to be possible 
unless the evidence had been of the most 
convincing and concrete character. 

The service department can be expanded 
and tentative plans are now under way for 
the extension of this branch of the asso- 
Ciation’s activities. It is believed that work 
along these lines is highly constructive and 
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will result in the elimination of number- 
less conditions hampering the industry 
which in themselves are extremely difficult 
of elimination otherwise. 

Relations with the Illinois Commerce 

Commission. 

Your Springfield office has maintained 
the closest possible contact with the Illinois 
Commerce Commission and the members 

















Secretary-Treasurer Mitchell, Re-elected 
to Office, Presented Tentative Plans for 
an Aggressive Program for 1925. 


of its staff. This is highly important be- 
cause the work of the Illinois Commerce 
Commission, as it pertains to the telephone 
companies, is extremely difficult, due both 
to the requirements of the law under 
which the commission is established and 
aiso to the great number of telephone com- 
panies over which it has jurisdiction. 

Full cooperation with the commission 
has always been counseled by your asso- 
ciation, and the degree of realized co- 
operation should be extended at every op- 
portunity. 

Your Springfield office can be of both 
general and specific service to member 
companies in this particular. As an illus- 
tration it may be mentioned, in passing, 
that assistance has been rendered in com- 
mission matters entirely aside from induc- 
tive interference litigation, averaging more 
than three commission cases per month 
throughout the year. 

In inductive interference the attitude has 
generally been taken that the interests of 
the entire telephone industry should be 
considered, and a great number of impor- 
tant conferences with representatives of 
other interests in matters which were not 
formal commission matters have been held. 

For some time the staff of the Illinois 
Commerce Commission has had under 
preparation an order covering standards 
of overhead electrical construction de- 
signed to supersede General Order No. 30. 


— 
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A tentative draft of the proposed order 
was finally furnished to your Springfield 
office and a few other public utility or- 
ganizations, and was immediately printed 
by your association and circulated to all 
the telephone offices of the state. 

A number of informal conferences with 
the commission staff have been held in 
connection with the proposed order. Your 
secretary-treasurer, as chairman of the 
association committee, has been one of a 
committee selected to confer informally 
with the commission staff with regard to 
this matter. 

While the order has not yet been for- 
mally issued by the commission it is be- 
lieved that the assistance and codperation 
rendered by this association is fully appre- 
ciated and that the points brought out in 
conference with the staff of the commis- 
sion and with representatives of the other 
utilities are of value and will be given full 
consideration by the commission in the 
preparation of the order in its final form. 

The importance of this one activity of 
your Springfield office cannot be overesti- 
mated. This is true because of the tre- 
mendous extension of public utility wire- 
using plants in both urban and rural 
communities, and the importance of the 
service rendered to the community by all 
companies making use of such construc- 
tion as the proposed general order is in- 
tended to standardize. 

General Association Policies. 

In connection with the study of depre- 
ciation charges by telephone companies be- 
ing made by the Interstate Commerce 
Commission, your association has prepared 
and presented to that body at two hearings 
briefs outlining what is deemed the most 
conservative attitude that may be adopted 
in regard to this very important matter. 
It is especially important because if the 
provision of depreciation against reserve 
is not made upon a conservative basis 
either the telephone utility must gradually 
use up its capital in furnishing service to 
the public without remuneration or the 
public must pay higher rates for telephone 
service than the true expense of operation 
will justify. 

No decision has yet been made, so far 
as we are advised, by the Interstate Com- 
merce Commission on this very important 
matter, and it is felt that should an oppor- 
tunity again offer, the same conservative 
position should be taken with the Illinois 
Commerce Commission as has already been 
taken with the Interstate Commerce Com- 
mission. 

Your Springfield office has assisted sev- 
eral member companies in the preparation 
and filing of standardized toll rate sched- 
ules, and it is recommended that Illinois 
telephone companies in general give favor- 
able consideration to the matter of pre- 
senting and filing schedules covering the 
standardized toll rates as originally placed 
in effect by the Postmaster General of the 
United States. 
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With such standardized toll rates inter- 
company accounting will be greatly sim- 
plified, complaints on the part of the gen- 
eral public as to lack of uniformity in toll 
rates for messages in different directions 
but involving the same terminals will be 
reduced, and a tendency to the stimulation 
of the toll business will be created. 

During the summer a study has been 
made of the reports filed by some 482 
operating telephone utilities with the 
Illinois Commerce Commission. These re- 
ports disclose some very interesting facts 
which have been summarized and are 
printed in the 1924 edition of the Illinois 
Telephone Handbook, pages 121 to 145 in- 
clusive. These tables should be of interest 
te every telephone executive in the state 
and will serve as a means for making a 
comparison between your company and 
other companies in the same class. 

Without being more specific, there is no 
harm in saying at this time that our study 
of the information disclosed by the annual 
reports-as filed with the Illinois Commerce 
Commission clearly indicates that there 
are a great many telephone companies in 
Illinois which are not making any profit if 
the book values as reported correctly re- 
flect their investment. In other words, the 
indications are that there is room for a 
substantial revision of telephone rates up- 
ward, and your Springfield office can be 
of assistance to you in establishing the 
proper public attitude toward an effort to 
increase your rates. 

It appears to be proper to say that 
legitimate efforts to secure adequate rates 
when coupled with such activities as will 
afford the highest possible grade of service 
to the public are most important to every 
Illinois telephone utility. 

Widened Scope of Association 
Activities. 

Your association now includes in its 
membership companies owning and oper- 
ating approximately 96 per cent of the 
telephone plant investment of the state. 
The finances of the association are in a 
flourishing condition, its bills are promptly 
paid, and in conjunction with the Inde- 
pendent Toll Clearing Co. it is in position 
to be of positive and constructive help to 
member companies. 

During the calendar year the member- 
ship of the association has shown a net 
increase of a total of 4,297 units, and since 
May 1, 1920, there has been added to the 
membership of the association telephone 
companies operating a total of 1,079,818 
units. It is this satisfactory condition as 
to membership which provides satisfactory 
revenues and which enables your associa- 
tion to carry on the work without the 
paralyzing effect of inadequate financial 
resources. 

It is believed that the few remaining 
non-member telephone companies of im- 
portance will gradually assume member- 
ship in your association. It is important 
that the membership of the association be 
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made as completely representative as pos- 
sible of the telephone industry in order 
that your committees may speak authori- 
tatively for the industry in carrying on 
the various activities of the association. 


Relation with Light and Power 
Companies. 

After a great deal of labor, it appears 
to be probable that a satisfactory co- 
Operative contact is being established with 
utilities of Illinois other than telephone 
companies. This problem has presented 
some very difficult situations to your offi- 
cers and the various committees involved, 
and has required more time than was an- 
ticipated four and one-half .years ago 
when your Springfield office was estab- 
lished. 

It is in response to an undoubted de- 
mand that electric light and transmission 
lines be rapidly extended throughout the 
territory served by the members of this 
association. The telephone service is im- 
portant, but in all fairness it must be con- 
ceded that the electric light and power 
service is also important, and, regardless 
of individual convictions, it appears to be 
in line with constructive development for 
these two great groups of public utility 
service companies to iron out their differ- 
ences without resorting to destructive and 
expensive litigation, whenever possible. 

It is now thought that such a course is 
feasible and that the development of elec- 
tric power and transmission distribution 
can proceed with freedom from unreason- 
able obstructions and at the same time 
that the necessary resulting readjustments 
in telephone plant, rates and financial 
structure can be brought about. 

Every member is counseled to place the 
most complete information possible re- 
garding matters involving the relations be- 
tween electric light and power companies 
and telephone companies in possession of 
the Springfield office of the association. 
This is counseled because of the contact 
which has now reached a very workable 
degree of permanency between your 
Springfield office and the controlling forces 
in the electric light and power transmis- 
sion field. 

Assistance in these matters will be cheer- 
fully given to member companies, and it is 
believed that a most satisfactory adjust- 
ment of any controversies that may arise 
will be possible when your Springfield 
ofice is fully apprised of the circum- 
stances surrounding each case. 


Association Program for 1925. 


Tentative plans are now under way for 
an aggressive program for the year 1925 
involving the usual monthly district con- 
ferences and traffic schools, joint meetings 
with local civic bodies whenever possible, 
and a general up-building of the con- 
structive and satisfactory public attitude 


toward the telephone industry. A _ very 
considerable amount of work has been 
done along this line, and your association 


‘sent out 21,725 pieces of mail. 
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is now fully codperating with agencies 
having similar objects in view. 

The Illinois Committee on Public Utility 
Information is carrying on a most con- 
structive program and one which places 
within the hands of the membership oi 
this association material of the greatest 
value for use in your local newspapers. 
Efforts have been made to organize the 
state into districts for a more aggressive 
campaign for speaking before civic and 
other organizations, and your -association 
is cooperating with these efforts to the 
fullest extent possible and your officers 
are committed to the policy of increasing 
the cooperation just as rapidly as oppor- 
tunity is afforded to do so. 

During the fiscal year November 1, 1923, 
to October 31, 1924, your Springfield office 
This fact 
is mentioned merely in order that you may 
readily visualize a part of the work which 
is being carried on by the staff of the 
Springfield office. It is fitting at this time 
that the membership of this association 
should know that the success of the work 
of the Springfield office is due in a very 
large degree to the patience, loyalty and 
care with which the detail work of the 
office has been carried out by Miss 
Jessie Williams. 

It is not a simple matter to turn out the 
volume of work that is necessary to be 
turned out in your Springfield office be- 
cause it does not come forward in steady 
volume but in marked peaks, but with a 
very few exceptions it has been possible 
to place every piece of mail in the post 
office at the scheduled time. 

This is important, and will be doubly 
important during the coming session of 
the legislature, when you will be apprised 
from time to time of such matters as may 
with profit and benefit be brought to your 
attention. It is believed that a careiul 
check can be kept on all pending legisla- 
tion, and that you can be advised in ample 
time of bills which appear to offer a possi- 
bility of being of interest to the telephone 
companies. You may even be requested 
to wire your senator or representative, 
or both, and if such a call is received do 
not hesitate to take action in accordance 
with your convictions. 

This is one field in which your secretary- 
treasurer can do no more than advise you 
of conditions. The work must be done by 
the people back home, to whose expressed 
wish members of the legislature are re- 
sponsive more than to any other influence. 

It is proper and fitting that the tele- 
phone interests of this state should realize 
the self-sacrifice and unselfish interest that 
has been taken in the work of the asso- 
ciation by the president, vice-president and 
directors. 

According to our records Dr. Gordon 
has been present at every district meeting 
with three exceptions since he first became 
president of this association. It 

(Please turn to page 32.) 
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Field of Commercial Engineering 


Duties of Commercial Engineer Include Development of Business, Involving 
Estimates of Growth, and Study of Operating Costs in Relation to Service 
Charges—Paper Read at Annual Meeting of Canadian Telephone Association 


By P. A. McFarlane, 


General Commercial Superintendent, The Bell Telephone Co. of Canada. 


Before discussing commercial engineer- 
ing it might be well to review the com- 
mercial department’s place and functions 
in the telephone company organization. 


The Commercial Organization. 


In the early days of the telephone, local 
agents or managers handled such matters 
as new business and collections, but the 
broader commercial problems, such as ad- 
vertising, development of territory, rates, 
and rate regulations, were matters for ad- 
ministration by the executive management. 

With the rapidly-increasing number of 
subscribers necessitating a larger organiza- 
tion, it became impossible for the execu- 
tive management to give close attention to 
commercial matters and at the same time 
to direct the administration of the com- 
pany as a whole. 

Functional organization followed as a 
result of the increasing complexity of the 
business, and the operating functions of 
the work, after many trials became defin- 
itely assigned to what is now known as 
commercial, plant and traffic departments. 

The commercial department’s activity in 
the telephone operating orgariization is con- 
cerned primarily with the development of 
the business. 


This requires that the organization be 
kept constantly informed in regard to the 
needs and service requirements of the sub- 
scribers and the reactions as to the service 
given. It must also interpret to the sub- 
scribers and to the public in general, the 
company’s policy, the scope of its opera- 
tions, and administer matters incidental to 
new business and the collection of revenue. 


The duties of the commercial depart- 
ment are of such an important nature that 
an efficient type of organization is vitally 
necessary to carry on the work in an 
effective manner. 

To direct the growth of the business 
along profitable lines and to perform the 
steadily-increasing work that is incidental 
with increased station growth, it is essen- 
tial that the organization be designed to 
provide for the future. It is equally neces- 
sary that the organization for present pur- 
poses should function so that existing em- 
ployes are trained, new employes pro- 
cured, selling efforts properly directed, 
methods outlined and results analyzed. 

The accompanying chart shows the com- 
mercial organization of The Bell Tele- 
phone Co. of Canada. It will be noticed 
hat the chart is subdivided into “Staff” 
nd “Line” (or field) organization. The 


distinction between the planning side of 
the department (the “Staff’) and the ad- 
ministrative side (the “Line”) can be clear- 
ly defined. 

The work of the “Staff” is to plan, 
standardize, and to prepare tariffs, prac- 
tices and instructions of the commercial 
department. The “Line” organization car- 
ries out the plans, and administers the 
public business of the company in accord- 
ance with the general principles outlined 
in the standard practices provided for the 
purpose. 

The responsibility for results rests main- 
ly with the line organization. At the same 
time, however, the staff organization can- 
not escape responsibility if poor results 


tices and analysis of results of business 
practices. This staff function was gradu- 
ally developed because of the necessity for 
study of administrative methods 
results. 

As this staff function is free from the 
responsibility of either rate planning or 
administration, it is enabled to devote its 
entire time to analyzing the problems of 
business administration and the results ob- 
tained, to the study of the requirements 
of subscribers and to the suggestion of 
changes tending to improve methods of 
doing business. 


and 


The commercial department has many 
important functions, but it is not the pur- 
pose of this paper to 


describe them in 
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Commercial Organization of Bell Telephone Co. of Canada. 


are due to improper planning, to inade- 
quate advisory assistance, or routine in- 
structions being supplied to the field forces 
in the particular matter involved. 

The staff organization comprises three 
main divisions of the work—publicity, en- 
gineering and supervision. 

The advertising and publicity is in 
charge of the publicity manager. He is 
responsible for matters pertaining to the 
compilation and production of directories, 
and for publicity and advertising, includ- 
ing newspaper advertising, advertising 
literature, lectures and the form and 
method of all public demonstrations; and 
not the least important of his many duties, 
he is responsible for the publication of the 
employes’ magazine—“The Blue Bell.” 

The commercial engineering is in charge 
of the general commercial engineer. This 
function is dealt with fully later in this 
paper. 

The supervisory or administrative func- 
tion is allotted to the general commercial 
supervisor ; he is responsible for the prepa- 
ration of commercial routines, sales prac- 
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detail. The brief outline that has been 
given will be sufficient to assist in co- 
relating the commercial engineering with 
other branches of the commercial depart- 
ment. 

Commercial Engineering. 

So that a clear picture may be obtained 
of the need for commercial engineering 
of the proper kind, it is well to clearly 
understand what this work really is, and 
I will endeavor to put in a few words a 
definition of commercial engineering and 
then describe the work performed and the 
responsibilities of the commercial engineer. 

The definition: “Commercial Engineer- 
ing” is the science of accurate estimating 
of telephone growth and development, to- 
gether with the study and analysis of 
potential markets for the sale of telephone 
services and equipments under sufficient 
charges and well-balanced rate schedules 
to develop the telephone market and give 
a reasonable return on the investment. It 
also includes the development of proper 
practices to render an efficient commercial 
administration of the telephone business. 
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Commercial engineering is an extremely 
important part of the work of the com- 
mercial department, and upon the plans for 
the future, prepared by this branch of the 
general staff, much depends for the future 
success of the business. 

The work may be divided roughly into 
two main branches—development of the 
business and rates—and, while other mat- 
ters are included in the duties, they all bear 
more or less upon these subjects. 

Development of the business is concerned 
principally with the future. All enter- 
prises requiring large expenditures of capi- 
tal must be based upon forecasts of mar- 
kets and estimates of sales. The system 
is planned and business policy is developed 
on forecasts. 

The keynote of good management is 
foresight, and as the complexity of the 
plant becomes greater, the necessity for 
fundamental planning increases. We must. 
therefore, study the market conditions, 
how many people will take telephone serv- 
ice and when and where they will be 
located. 


The fundamental unit of measurement 
of growth upon which the industry is 
based is the telephone station. It is neces- 
sary that any movement of telephone sta- 
tions—that is the establishment and dis- 
establishment of stations in subscribers’ 
premises—be known approximately in suf- 
ficient time to make adequate arrangements 
to finance the cost, to select, train and 
place the personnel, to manufacture and 
produce the equipments and apparatus 
necessary to render telephone service in 
sufficient volume to meet the demand of 
potential subscribers. 


Estimates of telephone growth.I have 
placed first in my consideration of the 
commercial engineer’s duties. I shall deal 
with this phase of the work more fully 
than the others as it is of primary im- 
portance that estimates be as carefully 
and as accurately made as the available 
data permits. 


The Fundamentals of Estimating 
Telephone Growth 


So that you may carry in your minds 
the fundamentals of estimating telephone 
development I will enumerate them here. 

i. Past growth. 

2. Review of the historical data and in- 
fluences that pertained during the period 
under consideration. 

3. Economic factors that may affect the 
problem. 

4. The application of good business 
judgment to the problem. 


For purposes of carrying on the day-to- 
day work and as general aids to the other 
departments, estimates of line and station 
growth may be divided into three major 
classes, namely: 

Long-Term Estimates or Forecasts. The 
commercial terminology for this type of 


estimate is “Commercial Survey” and 
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covers generally the forecasting of the 
future telephone market particularly in 
large cities. The basis is the past, pres- 
ent and future trends of population, the 
characteristics of the population and its 
ability through earning power to buy tele- 
phone service over a long period of years. 
Twenty years is generally accepted as the 
period of study. 


Short-Period Estimates or Forecasts. 
Such estimates are required for traffic, 
equipment and outside plant - engineering, 
and are necessary for the co-ordination of 
the five-year budget plan. These estimates 
are on a yearly basis for five-year periods 
for central office districts. 


Then come one and five-year estimates 
of line and station growth for sections of 
central office districts. 


The purpose of a commercial survey is 
to furnish a commercial basis for determ- 
ining provisionally and in general terms, 
the amount of investment and expense 
commercially required by the future 
market. 


A complete commercial survey for an 
area consists of separate steps as follows: 

(a) A statement and analysis of the 
present market for telephone service, in- 
cluding actual telephone development by 
classes of users, and classes of service. 

(b) The population estimate of the 
future. 

(c) A forecast of the market for tele- 
phone service at future dates. 

(d) Estimates of the amount of service 
that will be sold at future dates. 


A glance at the past record of The Bell 
Telephone Co. of Canada will illustrate 
the necessity of considering probable con- 
ditions in the future. 


From 1880 to 1900, the company added 
36,000 stations. In the following 20 years 
—from 1900 to 1920—there was an increase 
of 338,000 stations. Since 1920, in a period 
of 3% years, 137,000 more stations have 
been added. 

From the growth experienced in the past 
it can be seen how necessary it is to esti- 
mate the probable future requirements. It 
is most important for the executive to 
know the plans for the future. 

The 20-year commercial survey is. a 
somewhat complicated matter, but the cost 
is small in comparison with the results. 


The commercial survey will indicate how 
large to build central offices and where 
they should be located. It enables esti- 
mates to be made for apparatus and sup- 
plies, thereby affording data for the eco- 
nomical purchase of materials by the manu- 
facturers. It supplies data for the finan- 
cial and manufacturing programs, result- 
ing in economical construction, operation 
and maintenance. 


The provisional budgets are made up. 


from one to five years ahead for expen- 
ditures needed in the more immediate fu- 
ture, these budgets being based upon the 
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commercial department’s estimated line and 
station increase for the period. 

The commercial estimates of lines and 
station growth by means of which the 
magnitude of future requirements is esti- 
mated have already become, well estab- 
lished on a more or less standardized sys- 
tem among telephone companies. The im- 
portance of such studies governing, among 
other things, the character and location of 
the plant, cannot be over-estimated. 


All estimates should be co-ordinated, and 
results checked and kept as nearly up-to- 
date as conditions warrant or permit. 


Business conditions—or the economic 
factors controlling the development of the 
industry—should be constantly under re- 
view so as to record the influences and 
tendencies that make or affect the growth 
and stability of the territory served by the 
company. Economic factors such as emi- 
gration or immigration must be considered, 
also the characteristics of the population 
or any change therein, earning power of 
the people or the type—whether white or 
black, native or foreign born, are all rela- 
tive to the industry. 

Changes in the nature of basic industries, 
or influential factors such as customs 
tariffs and like tendencies, must all be 
studied to determine their relation to the 
growth or abatement in the demand for 
telephone service, and the necessary cor- 
rective policies determined to prevent loss 
or waste. 


Sale of Telephone Service 

Telephone service must be sold at a 
profit; and to accomplish this, rates must 
be so based that the maximum of develop- 
ment should be secured at a minimum cost 
consistent with good and economical man- 
agement. Commercial engineering is a 
necessary function to ensure appreciation of 
this fact and is a constant study of rate- 
making problems and their relation to the 
charges for telephone service. 


The development and preparation of rate 
regulations and the practices that apply to 
rates under various day-to-day contacts 
with subscribers summarized in exchange 
and toll rate tariffs are an important part 
of commercial engineering. The reason- 
ableness and ease with which tariffs and 
regulations are administered by the field 
forces is an important factor in public 
relations. 

Tariffs are prepared and issued in a 
standard form with binder and cover 
separately : 

1. Toll charges and their application. 

2. Individual exchange service tariffs 
showing the fundamental regulatory con- 
ditions such as base rates with the base 
rate area in which the base rates apply, 
and if possible a map of standard size to 
define more clearly the area served; and 

3. General exchange tariff. This tariff 
is the essential feature of rate regulation 
and ensues the application of the regula- 
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tions to subscribers in a uniform and con- 
sistent manner throughout the territory of 
the telephone system. 

A general exchange tariff must always 
be under review by the commercial engi- 
neer so that he may satisfy himself that 
the regulations as written and applied are 
fair, and in the interests of both the sub- 
scriber and the company. Changes are 
made from time to time to meet the de- 
mands of an ever-changing business. Hence 
the building of a sound tariff fundamental- 
ly to regulate the sale of telephone service 
falls within the province of commercial 
engineering. 

Rates, if they are sound and within the 
ability of the market to accept them, 
properly develop the territory so that the 
plant of the company will return, with 
economical and efficient business manage- 
ment, a reasonable amount on the invest- 
ment together with a surplus to meet all 
unforeseen contingencies. 


Further, commercial engineering entails 
the study of new business possibilities for 
the sale of adjuncts or by-products of the 
telephone business, such as special P. B. 
X. service, plan wiring arrangements, tele- 
phone typewriter service, leased wire, or 
Morse telegraph service superimposed on 
telephone wires, and various other types of 
signal or communication services and the 
determination of adequate charges there- 
for. 

Rate Making. 

The matter of rates and practices brings 
to the forefront the question met by all 
telephone executives—that of rate making. 
This feature of commercial engineering is 
paramount and the commercial engineer 
should have sufficient knowledge and data 
to recommend and apply rate treatment 
and schedules to properly develop the 
territory. 

Rate making is a major factor in the 
successful management and operation of 
the telephone business and is an adminis- 
trative responsibility. It is not the re- 
sponsibility of rate regulatory bodies such 
as commissions, governments, municipali- 
ties, etc. The commercial engineering 
division should be in possession of suffi- 
cient data so that when called upon it may 
recommend to the executives the proper 
rates and necessary administrative regula- 
tions to best fit the particular rate problem. 


The cost feature in rate making is an 
important factor but not a controlling one. 
The cost of rendering telephone service is 
fundamentally a matter of management, 
based upon efficiency and economy. There- 
fore, the rates for telephone service should 
bear some relation to the cost of rendering 
that service. With some classes of service 
the buyer should bear all of the cost and 
a substantial profit, but with other classes 
0! service the buyer may meet some of 
the cost but not all of it. The principle 
in rate-making problems must be accepted 
and make practical by commercial engi- 
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neering processes to develop and keep ac- 
tive a consistent revenue-producing sched- 
ule of rates to properly serve and meet the 
telephone demand. 

Special features of telephone service and 
equipments such as large P. B. X.’s, par- 
ticular wiring plans, or specially-assem- 
bled equipment to meet the exacting de- 








TO MAKE LIFE WORTH- 
WHILE. 


We get out of life exactly what we 
put into it. Life gives back to us more 
than we bring, it is true; but if we bring 
nothing, it gives us nothing in return. 

Interest, sympathy, a love for earnest 
work, the human touch, a conscientious 
wish to close each day with at least 
some little addition to the structure we 
are building; the pleasure of knowing 
that something we have done has 
speeded the other fellow on his way— 
these are the things that make life 
worth while——Harvey S. Firestone, 
President, Firestone Tire & Rubber Co. 








mands of certain subscribers, are generally 
in themselves specific rate problems. 

They should be studied and rates fixed 
to meet the cost and provide a profit simi- 
lar to any commercial transaction between 
buyer and seller. These rates should 
always include the regular telephone serv- 
ice charges for the class of telephone 
service rendered, and _ superimposed 
charges to provide the company with a 
profit for the specific services and special 
equipment furnished. 

Rates for special items such as extra 
listings, portable telephones, jack and plug 
service, bed telephones; mileage (excess 
and extension line), foreign exchange 
service, private line service and the like 
must be studied, recommended and _ re- 
corded in the general plan of rate-making 
problems. It is apparent that such facili- 
ties, being specially demanded by the sub- 
scribers who want such service and can 
profit thereby, should bear a good com- 
mercial rate. 

These few rate-making problems are 
mentioned to give some idea of this phase 
of commercial engineering. The correct 
solution is generally found by the applica- 
tion of sound fundamental principles and 
study, not by a rough rule-of-thumb or 
snap judgment method. 

The toll rates involve a technique by 
themselves, as the development has now 
brought the classified toll rate schedules 
and toll rate-quoting system into general 
use. Toll rates are problems of special 
concern only between particular localities 

Revenue necessity sometimes requires the 
lowering or rising of the differentials, 
changing the time allowance, or the estab- 
lishment of different mileage steps to 
which apply the raising or lowering of the 
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unit charge per step and adjustments 
when necessary to provide consistent toll 
rates on intercompany tariffs. 

Toll rate quoting is a routine duty of 
commercial engineering and follows the 
standard method which in itself is a sub- 
ject too large to discuss in this paper. 

In connecting company matters the gen- 
eral responsibility for development and 
recommendation as to policy is assigned to 
the commercial engineer. He is responsi- 
ble for developing schedules of compensa- 
tion and for supervising contracts, as these 
things are closely related to rate matters. 

It is essential that a company policy, 
consistent with public demand and protec- 
tion to investment, be made operative to 
guide both the large telephone company 
and the smaller associate company desir- 
ous of furnishing telephone service. It is 
necessary, therefore, to study the entire 
situation from the point of view of what 
will best suit the needs of both, and of 
the telephone market, present and future. 

Commercial engineering, having for its 
purpose the determination of the develop- 
ment and revenue necessities of the com- 
pany, is logically the proper division to 
which to aJlot the responsibilities of carry- 
ing on this work. It is necessary, how- 
ever, that the commercial engineer should 
work in close cooperation with the line 
organization in connecting company mat- 
ters. 

The proper division of revenue for toll 
interchange between companies is, and I 
suppose always will be, the outstanding 
intimate question on connection company 
matters. It is not my intention to discuss it 
here but merely to mention that this prob- 
lem is assigned to the commercial engi- 
neer. 

-_ = important question to 
determine and make operative a plan of 


highly 


division of revenue such as will promote 
confidence and a cordial attitude on the 
part of connecting companies. It is the 
job of the commercial engineer to build 
up a well-balanced program of construc- 
tive work and development involving har- 
monious working arrangements, and the 
payment of reasonable compensation, equit- 
able and acceptable to all companies. 

As the commercial engineer is respon- 
sible for proper relations with connecting 
companies, he issues all tariffs and instruc- 
tions. The preparation and execution of 
agreements covering the interchange of 
traffic with these companies is also in his 
hands. 

This paper does not deal specifically 
with commercial engineering as a science 
in its broader relation to business and in- 
dustry but only with some of the prob- 
lems, principles and work with which an 
active commercial engineering division is 
concerned in an operating telephone com- 
pany. 

The administrative aspects of commer- 
cial engineering in the telephone industry 
embrace such subjects as office administra- 
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tion, management of commercial offices and 
the study of commercial sales objectives. 
Standardization or, as an objective, the 
tendency towards uniform methods and 
planning of suitable business offices, equip- 
ment, applicants—all find their proper 
place in telephone commercial engineering. 

Scope of Commercial Engineering. 

The development of administrative re- 
ports and the necessary personnel to have 
this work handled efficiently and economi- 
cally is another branch of commercial 
engineering and in itself a broad subject. 
I mention it only to give some idea of the 
scope of commercial engineering. 

Although this type of work in an op- 
erating telephone company is assigned to 
the staff and generally placed in charge of 
the general commercial supervisor, it is 
nevertheless engineering and, for the pur- 
pose of description, may be termed the 
administrative function of commercial en- 
gineering. The purpose is to have the 
duties of the commercial department dis- 
charged efficiently, always with the view 
to developing practices that will permit 
patrons to have business contacts with 
company representatives with the minimum 
of inconvenience and irritation. 

Comprehensive sales policies and sales 
work are developed and results measured. 
Where necessary, corrective methods are 
applied that to a great extent test the rates 
and their application. 

Technical data of costs and collection 
results are also prepared and studied pe- 
riodically, and these give indices that in- 
sure the application of intelligent manage- 
ment to the commercial work. 

The publication of directories is a fea- 
ture of commercial work that, due to 
growth and increasing cost, must be engi- 
neered and well built. Commercial engi- 
neering includes this in its functions. 

While commercial engineering in the 
telephone industry is comparatively new, 
rapid progress in research and develop- 
ment has been made. For the future, I 
have every hope that continued progress 
will be made in this highly essential aid to 
telephone management. 


Heroes of 


Cited as 
California Forest Fire. 

High praise was given the operators and 
manager of the Monrovia Telephone & 
Telegraph Co., Monrovia, Calif., for the 
service rendered during the recent forest 


Operators 


fire in that vicinity. Before the fire had 
been conquered, J. M. Page, secretary of 
the Pomona Chamber of Commerce who 
served at the desk in fire headquarters 
since it was established in Monrovia, made 
the following remarks relative to the work 
of the operators and Manager J. M. Bald- 
win of the telephone company : 

“When this terrible blaze is conquered 
and we have time to sit back and reflect, 
there is one group of persons who should 
rank mighty near, if not actually at, the 
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top of the heroes’ column—the Monrovia 
telephone girls. 

I have been privileged. to render service 
in numerous disasters of similar nature 
during my lifetime and I say, with all 
candor, that I have never witnessed such 
untiring ‘service with a smile’ as we have 
had in this office from the Monrovia tele- 
phone operators. 

No matter whether it is 9 o'clock in 
the morning or 3 o'clock in the morning, 
the service has been just the same. Many 
of us have become groggy and irritable 
from lack of sleep, but every time we have 
thoughtlessly became sharp and cross, we 
have been met with a cherry answer and 
instant service that made us ashamed of 
ourselves. 

This office has been in constant com- 
munication with camps and temporary tele- 
phones scattered all through mountains, 
in addition to practically every city from 
Los Angeles to San Bernardino. Both of 
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the telephones in headquarters have rung 
more in 24 hours than the average busy 
line would handle in a month. 

The telephone numbers have been man) 
and complicated—hard to remember and 
almost as hard for brain-fagged men to 
look up. Many times, in a crisis, we have 
received immediate service upon merely 
naming a camp or call station and we cer- 
tainly appreciate the many valuable min- 
utes it has saved. 

Equal mention should also be made of 
Mr. Baldwin, the manager, and his staff, 
who have been at our service day and night 
in establishing new lines into the shifting 
camps and fire lines. 

As is always the case, the leaders and 
men on the front make up the list of 
heroes, but if a roll of honor is ever made 
for the Angelus forest fire, don’t forget 
those who faithfully and cheerfully stuck 
to a gruelling job behind the scenes—the 


girls in the Monrovia telephone exchange.” 


Plans of Service Department 


Active Program Planned for 1925 by Service Depart- 
ment of Illinois Association—Traffic Work to Have 


Supervision 

The service department of the Illinois 
Telephone Association is planning a very 
active program for the year 1925. Traffic 


conferences under the supervision of Miss 
Esther Sorensen, the traveling chief opera- 














Miss Esther Sorensen, Newly—Appointed 
Traveling Chief Operator of the IIli- 
nois Telephone Association. 


tor of the association, will be held at each 
of the district meetings and, in addition, 
traffic inspections will be made at the ex- 
changes of such member companies as may 
request that service. 

Efforts will be made to maintain the 
closest possible contact with the traffic de- 


of New Traveling Chief Operator 


partments of member companies and per- 
sonal cooperation will be extended by Miss 
Sorensen to such operators as may desire 
assistance or information. 

Before accepting the position as travel- 
ing chief operator for the Illinois Tele- 
phone Association, Miss Sorensen had the 
advantage of long and varied experience 
in the traffic and allied departments of 
several large and successful telephone com- 
panies. Her experience dates back to Sep- 
tember, 1903, at which time she became 
identified with the Minnesota Central Tele- 
phone Co. 

Since that period Miss Sorensen has 
been employed continuously in traffic and 
commercial work, having filled the position 
of chief operator in a number of offices 
and, in addition, having had the advantage 
extremely valuable in her present position, 
of direct contact with the telephone-using 
public in her work in the commercial and 
auditing departments. 

It will not be necessary for Miss Soren- 
sen to treat telephone operating from a 
purely theoretical standpoint because she is 
familiar with the making of minor switch- 
board repairs and. with the methods of 
testing used in modern telephone systems. 

The personal acquaintanceships formed 
by Miss Sorensen at the annual convention 
of the Illinois Telephone Association, re- 
cently adjourned, will be of great assistance 
to her in the work of the service depart- 
ment of the association and TreLePpHONY 
congratulates the telephone industry of IIli- 
nois in securing the services of such an 
able and experienced young woman for 
carrying on the important traffic work of 
the Illinois Telephone Association. 





Sundry Snapshots Along the Trail 


Observations and Comments, Pertinent and Otherwise, 
On the Sunshine and Shadows of Telephone Work 


In ancient days, before the craze 
Of modern things held sway, 

The modest dame dressed pretty tame— 
Judged by the present day. 


She clothed her form in raiment warm 
From dainty toe to chin, 

And left no rift for ills to drift, 
Nor prying eyes look in. 


In her attire were stays and wire— 
God bless those ancient dears— 
Full yards of stuff and starched white 
ruff, 
Eclipsed her to the ears. 
But styles have changed, we've 
ranged 
Our ideas as to dresses, 
The modern maid is unafraid 
When public eye her form caresses. 


re-ar- 


What used to be a mystery 
About those little dears, 
Has vanished quite, they’re all in 
sight— 
Except perhaps their ears. 


A lot of water has run over the dam 
since those old days, and much of it finds 
itself tangled up in a turbine instead of 
the old-fashioned mill wheel. So styles 
have changed in all activities of life, as 
well as in styles of ladies’ dresses. 


Modern life is almost a complete change 


from the old days. No more do good 
companions stroll on Sunday afternoons 
down leafy lanes and familiar streets, 
looking at weatherbeaten churches or 
moss-grown stones in cemeteries. 

No more does the hush of Sabbath calm 
bring rest and freshness to the souls of 
loiterers in the byways. There are no 
loiterers. Every one is aboard a gas- 
driven car, and in the place of walking a 
few blocks, we now cover a couple of 
hundred miles in a mad attempt to get 








Yep ! We Flivered all 

day y Sunday, Had breakfast |__ 
at itchfield. 

dinner at St.Paul yo 
and supper at = &-~ 
Mankato ‘SS 





“No More Do Companions Stroll on Sunday Afternoons 
Down Leafy Lanes and Familiar Streets. There 

Are-No Loiterers; Everybody Is Aboard for 

a Gas-Driven Car.” 


somewhere and back, without other ap- 
parent reason for the trip. 

Styles are changing every day, almost 
every hour. As I write these lines (with 
my favorite lead pencil), a salesman for 






By Well Clay 


a bond house in Chicago is sitting in the 
next room, selling utility bonds of a 
Northern Indiana concern to customers 
over the long distance telephone. If that 
isn’t a change of styles, I’d like to know 
what is. They used to hypnotize 

them and make them sign on the 
dotted line; now they sell 
over the telephone. 

It used to be the style to 
hang’ the wires on fence posts 
and charge a dollar a month 
for the service—and the 
service was worth it. Now 
we build, or should build, 
our lines according to the 
most up-to-date methods 
possible; we do not expect 
to throw the exchange to- 
gether, get started and sell 
out before any one got on 
to things, as some did in the old days. 

We build now for permanence, well 
knowing that time and test have proved 
the stability of public utilities as steady 
money-makers in the investment class. If 
they were not, do you suppose a sales- 
man could sell them over the telephone 
like any other staple commodity? 

In the old days when telephones first 
came into use, it was thought fitting and 
proper to put the switchboard in any lit- 
tle cubby hole available in the back of the 
drug store or over the harness shop. 

Today, it is gradually becoming the 
style to give the girls fine, airy rooms to 
work in, with restrooms adjacent, and to 
provide in every way practicable all mod- 
ern conveniences for health and comfort. 

This is being done in some instances, 
from a humanitarian point of view and in 
some from a knowledge of the fact that 
it pays dividends just as surely as do 
good apparatus and good workmanship 
in other lines of operation. With 
comfortable minds and rested bodies, 
the operators can put more 
cheeriness into their “Number, 
please?” than they could 
with the reverse set of 
feelings. 

A pair of pliers and a set 
of hooks no longer are con- 
sidered the sole equipment 
of a lineman. The modern 
lineman must have with him 
almost constant use 

various instruments for 
measuring and detecting trouble, instead 
of running all over the country depending 
upon his eyes to find it. 

Styles had to change because the old 
style was too wasteful, uncertain and un- 
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them 


“So Styles Have Changed 
Well as in Styles of Ladies’ 


satisfactory. Too many linemen or 
trouble-shooters of the old type were on 
their way without a definite 
designation. That cost too much 
newer better style 


idea of their 
and a 
into vogue. 


and came 






in All Activities of Life, as 


Dress.” 


Fence wire was once the accepted ma- 
terial for building a cheap line, but ex- 
perience soon put a stop to that when it 
was found that good telephone wire was 
not only more durable, 
a talking standpoint, and cheaper in the 
end, than the hard-drawn, thinly gal- 
vanized steel fence wire. 

The old-fashioned wet cell had to give 
way to the dry cell in rural operating, just 
as the dry cell had to evacuate in favor 
of the common battery system in cities. 

Two things helped to change 
styles—first, convenience and, 
of operation. 

Sentiment does not have a long shift 
where economy is at stake. If it is 
cheaper and just as satisfactory to use 
a substitute, the original commodity takes 
a permanent vacation. First the substitute 
has to be thoroughly tested and if the 
test proves satisfactory, that style changes 
right there. 

In some instances changes in the styles 
are not done from a standpoint of econ- 
omy alone but from the expectation that 
the new style will be more satisfactory— 
as in the case of the bobbed hair craze. 

It costs the girls more to keep their 
abbreviated tresses marcelled than it ever 
did to keep it dressed in the old manner, 
but to them it seems more enticing the 
new way. All styles are not based on 
common sense by any means, but most 
customs that last are pretty sure to be. 

There are two distinct avenues by 
which we reach the public purse; one is 
to touch their vanity, and the other to 
awaken a better interest in their own well- 
being. If we work in a drug store and 
sell cosmetics, we appeal to vanity, but as 
telephone operators we provide the public 


satisfactory from 


these 


second, cost 
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with something which they have come to 
accept as an article that adds to and 
serves their personal, financial and social 
interests. 

It adds convenience, provides protection, 
and facilitates social and business inter- 
course at a nominal expense. Its lack 
would mean not only inconvenience but 
less. So the style of having telephones is 
not so likely to change as some which 
only appeal to vanity. 

APHORISM: One can’t get by with 
last year’s hat. 


Getting Ready for Sleet Storms In 
Nebraska. 

The Northwestern Bell Telephone Co. 
is preparing for its regular winter battle 
with sleet storms, in Nebraska. Last 
year this particular kind of storm inflicted 
$290,000 damage to its lines. Seven storms 
broke down 12,400 poles and 2,000 miles 
of wire, besides temporarily putting out 
of business thousands of telephones and 
long distance circuits. 

Year by year it is possible to figure more 
definitely where these storms may be ex- 
pected to be at their worst, and this makes 
it possible to marshall poles, crossarms, 
wire and other supplies at strategic points 
where they can be rushed to the ravaged 
areas at the least expense and loss of time. 

When signs of such storms appear, tele- 
phone men no longer wait till it is all 
over before doing their sort of Red Cross 
work. Temperature, precipitation and 
direction and velocity of the wind are 
noted at various points, and the informa- 
tion sent to headquarters, where it can 
be collected and a fairly good guess made 
where the trouble will break out. With 
this information in hand, it is a matter 
of organization to get crews and supplies 
ready. 


Utility Commissioners Ask Res- 


toration of State Rights. 

The National Association of Railroad & 
Utilities Commissioners, assembled at their 
annual convention in Phoenix, Arix., No- 
vember 11, 12 and 13, passed resolutions 
addressed to Congress placing the associa- 
tion on record in unmistakable terms in 
favor of the removal of all doubt as to 
their continued power to exercise regula- 
tory functions which were theirs prior to 
the passage of the transportation act of 
1920. 

One of the eight resolutions adopted 
asks the exemption of telephone properties 
within the states, the major part of whose 
revenue is derived from intrastate trans- 
actions, from the provisions of the trans- 
portation act pertaining to depreciation. 

Private ownership under regulation was 
endorsed as against municipal ownership 
of public untilities in the report of the 
committee on public ownership. Ineffi- 
ciency in the management and operation 
of municipally owned plants as compared 
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with private enterprise was declared by 
the committee to have demonstrated muni- 
cipal ownership to be inconsistent with the 
public welfare. 

An amendment was made to the asso- 
ciation’s constitution providing for a per- 
manent committee on public relations of 
regulatory bodies. It accompanied an 
amendment which created as a permanent 
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States Independent Telephone Association, 
warned the delegates against allowing 
their state commissions to be merely places 
where the telephone subscriber “got it off 
his chest.” A state commission should he 
something more than an office for the 
registering of complaints. 

Permanence of policies, he declared, was 
essential if the problems of the nation’s 











WORK OR NO WORK 
By Miss Anne Barnes, 


Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, Iowa 


While sitting in a cafe this: morning I overheard two young men waiters, 
as I thought, in some sort of an argument, but who proved later to be an 
employer and one of his men. The part of their conversation which first 
arrested my attention was this, “It is work or no work, take your choice.” 

“Well,” I thought, “isn’t it too bad that people who need work, who 
must work in order to live, if nothing more, have to be reminded occasionally 
by their employers in such a definite manner.” Where does the fault lie? 

Sometimes I hear young girls express themselves something like this: 
“Oh, shoot! I have to go to work now—grind, grind, grind. I get so dis- 
gusted.” 

After leaving these girls I cannot walk a block without meeting someone 
who is old and feeble, broken in health, or crippled, none of whom could 
work no matter how much he might desire. Undoubtedly, some of them are 
thinking, when they see healthy young people, carefree, on their way to work: 
“Oh, what would I not give for youth, for health, and an opportunity to go 
to work as these young people are doing?” 


him to do so.” 


ours is only different from ours. 


means preparing to die. 








Speaking of one of the grand old men who made Independent telephony 
a success, one of his co-workers said to me yesterday: 

“Yes, he was a gentleman and a scholar; he won the respect of every 
employe in his organization because he was not afraid of work. 

“Why,” continued she, “he bunked with his men, ate with them and 
worked shoulder to shoulder with them until it was no longer necessary for 


I thought that was the finest tribute I had ever heard given an employer 
and I am truly sorry I did not have more than a passing acquaintance with 
him before he called beyond—to a greater work, I am sure. 

Girls, the world is full of work. We can’t escape it. 


MORAL: Make your work as much a part of your existence as your 
eating, sleeping and “pleasuring” and you will find that to do without it 


Other work than 

















standing committee of the association a 
committee appointed earlier in the week to 
cooperate with the Interstate Commerce 
Commission. 

Eugene S. Wilson, vice-president of the 
American Telephone & Telegraph Co., 
told the gonvention of the vast extent and 
tremendous rapidity with which the Bell 
system is expanding, outlined its future 
financial needs and the wide distribution 
of its ownership. ' 

f all the Bell system stockholders lived 
in one place, he declared, it would be a 
city as large as Milwaukee, or as big as 
Denver and Louisville combined. 

Urging the state commissioners to adopt 
definite and constructive policies of regu- 
lation as regards telephone systems, Fred 
B. McKinnon, president of the United 


rapidly expanding telephone service are to 
be intelligently solved. 

“We believe in state regulation, uniform 
state regulation; we believe in the devel- 
opment of superpower systems, but we do 
not believe in a greater centralized control 
in Washington,’ M. H. Aylesworth, man- 
aging director of the National Electric 
Light Association, told the ‘convention. 
“We are opposed to any further bureau- 
cracy at Washington,” he asserted, “and 
every light and power company will pro- 
test any further control at the national 
capitol.” 

Judge W. D. B. Ainey, of Pennsylvania, 
was elected president, succeeding Harry G. 
Taylor, of Nebraska. The next conven- 
tion of the association will be held in 
Washington, D. C., November 10-13, 1°25. 








At the Illinois Traffic Conference 


Some of the Many Inspiring and Helpful Papers Presented at the Very 
Successful Traffic Conference Conducted by Miss Marguerite Norris in 
Connection With the Illinois Telephone Convention Held in Peoria Last Week 


The Goal of the Traveling Chief 
Operator. 


By Miss EstHER SORENSEN, 
Traveling Chief Operator, Illinois Tele- 
phone Association, Springfield, Ill. 


To have a goal is proper, as a start, 
but we must then get busy and make it. 
What is your goal? I would suggest “Per- 
fection.” 

It is important that the operator be in- 
structed properly in standard methods and 
the correct handling of the equipment and 
toll circuits. These instructions should 
include an understanding of the proper 
attitude toward the public, and the impor- 
tance of practicing the Golden Rule. With 
her understanding of the proper operating 
methods, the operator is in a position to 
be of great assistance to her company in 
carrying out the plan of proper public 
relations. 

The voice is a great factor. Be at all 
times cheerful, use “the Voice with a 
Smile” in it no matter what come up. Be 
courteous and use “Thank You” and 
“Please” as often as you can. 

Harmony must prevail in order to have 
the full cooperation of your force and 
those of the other departments. 

The plant department can be assisted 
by the operator reporting trouble promptly 
and following up the report so the sub- 
scriber will not be without service longer 
than is absolutely necessary. The equip- 
ment should be kept up at all times. An 
alert operator will know when a cord is 
not working and promptly report it or any 
other defect that comes to her notice. 

The operator, by recording her tickets 
neatly and rating them correctly, will save 
the commercial department many an argu- 
ment when the subscriber pays his bill. 
When a subscriber pays his bill without 
a complaint, you can rest assured your 
trafic, commercial and plant departments 
are doing a good job. 

The chief operator is responsible for 
the kind of service the public gets, and it 
is up to her to get her operators inter- 
ested in all the phases of the work and 
aiming to make the goal of “Perfection.” 
This may be accomplished by keeping a 
few records—without much effort. Upon 
acquainting the operator with these rec- 
ords and their uses, she becomes more 
inter sted in keeping up her end of the 
big iob—in being efficient, courteous, 
Prom»t, thorough and cooperating with all 
With whom she comes in contact. 

Good health is the greatest blessing one 
‘an .ave—and an operator who dresses 
heat!» and comfortably, keeps regular 


hours, eats nourishing food, will always 
be the one who is happy, who wants to, 
and can, do good work. 

For good results in the work, the oper- 
ating room should be cheery, neat and 
well-ventilated, chairs comfortable and of 
the proper height. The restroom should 
be a haven of rest to the operator and she 
will be more apt to give better service 
while on duty. 

The work of the traveling chief opera- 
tor is to help the chief operators in every 
way possible to improve the service they 
render the public. The managers must do 
their part, and we always find they will 
when they are convinced better service 
will result. The should show 
their appreciation of the efforts the mana- 
gers put forth to give them the 
equipment to operate and comfortable 
quarters to work in, by doing their best. 

We must cooperate; while at times we 
may not always agree on what is best, !et 
us talk it over and be considerate of one 
another—then we can get somewhere. 

On visiting an office recently I had the 
opportunity of observing on toll circuits. 
By one simple little fault—because a sta- 
tion did not answer promptly—this office 
lost 4 per cent its efficiency’ for the month. 
The intermediate office, which had been 
doing the ringing, rang 18 times and then 
had to get off the line to answer another 
signal; in the meantime, the called station 
answered. 

This was not the fault of the operator 
doing the work—for she was trying to get 
the called station—but of the answering 
station for being so slow. Think of the 
valuable circuits being used for this pur- 
pose. 

This is only one instance. When we 
stop to think of the money invested in toll 
circuits, we should be careful to get all 
the revenue we can. This can be done by 
not holding circuits more than the time 
specified, answering, clearing and releas- 
ing promptly. 

The telephone industry is one of the 
greatest business-getters of the day, and 
we may well be proud to have the least bit 
of connection with it. So let’s do our 
best to put it over! 


operators 


best 


Public Relations from the Oper- 
ator’s Standpoint. 
By Mrs. Jessie B. Hut, 


Chief Operator, Streator Telephone Co., 
Streator, Ill. 


The operator’s relation to the public is 
judged by her desire to serve. Through 
us the public form their opinion of our 
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company; more than any other employe, 
the operator has a greater opportunity to 
inake friends for the company. To do 
this we must use the proper phrases, have 


_a pleasant voice, and answer in such a 


manner as to make the subscribers feel we 
have a personal interest in their calls, and 
that they can rely upon us. 

The voice plays a very important part 
in good public relations, for the voice is 
you—it is the outward expression of ovr 
inner self. 

}f we are cheerful and happy in our 
work, the voice will portray cheerfulness ; 
but if we are irritated or disturbed, it im- 
mediately portrays such a condition, and 
the subscriber is affected by it. 
quently, the cheerful, expressive voice is 
required at all times. We are all sales- 
women, and our words, voices and actions 
are our only advertisements. 

We must always try to satisfy the cus- 
tomer. We must be courteous, accurate 
and speedy, always giving the subscriber 
the benefit of the doubt. often 
occur, but they can all be adjusted, if han- 
dled promptly, and in a way satisfactory 
to the subscriber. 


Conse- 


Errors 


In my own experience 
| have found a better relationship has 
been brought about through courtesy in 
handling complaints. 

While away from the office, we must 
listen carefully and encourage any com- 
tlaints of service and report them prompt- 
ly. We must never forget that satisfying 
the subscriber is the 
business. 

At a district meeting last year, we told 
why we liked to be operators. At lunch 
one of the chief operators said she would 
liked to have told the real reason why she 
was an operator. She said the only reason 
she was an operator was for the salary 
she received. 

The underlying motives of people differ 
—some want money, some honors as a re- 
sult of serving, others social recognition. 
Now it seems to me, if you are working 
just for remuneration, you do not get very 
tar. How much better it is to feel you 
have a position, filled with opportunities 
to serve, and that you are equal to it. 

We must like our work to be able to 
give good service, and there must be har- 
mony and cooperation in the exchange. 
Each week we are given a message to be 
placed in our restroom, and last week’s 
message seemed especially good. It was: 

“Because our customers depend upon us 
for an essential service—and because we, 
in turn, depend upon their patronage for 
our business maintenance—the rendering 
cf good public service becomes a double 


foundation of our 





TELEPHONY Vol. 87. No. 21. 
ol 


Ve 
UVUOUAVAUARUAUAUTTU TATA TNS 
ee€ceeccceeeceecece¢ 


© € € € €-€:¢€ ¢€€ € ¢¢ ¢ €:¢-¢-.¢.¢-¢:c-¢€ CCCCCCCECCECECECEEEEN 














> des hen a? ne ide i ees *s 
% 


eas Lat 





Combines Simplicity of Operation witile 


The Strowger C=A=X (Comnifits. 
Automatic Exchange) offers a comt 
tion of advantages not found ifhm 
other type of rural _ telepier 
equipment. Sir 


The C=A=X is simple in desigger 
operation. It is free of all appascr 
not necessary for the traffic and $y, 
needs of the small town or rurq@), 
trict. This means low cost andj,i; 
plicity of operation and maintemy 


At the same time, the C-ABice 


Medford, Wis., one of the larger C-m-X thoroughly modern and entirel} hir 
units. (equipped for 250 lines) power board. quate for all rural operating re@ll 
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test cabinet and connector test stand. | 
Factory and @Ch 
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International Telephone Sales and 
International Automatic Telephone °@.... 
Automatic Telephone Mfg. Co., Ltd. 
Compagnie Francaise V Exploitation “Hou 
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mmts. It is capable of expansion to — 
met changing conditions as the 3 
i®munity grows. The service it 
‘Pers is as rapid, accurate and 
sing as automatic service in the 


igger cities. This means satisfied -A- 
pascribers. 


iMfhe C-A-X is the only solution to 
@ohone problems of the small com- 
nd nity, because it is the only equip- 
“tht that will render a truly modern 
-ABice, and it does so at a cost easily 
elg@hin the financial reach of every 
re@il company. 





COMMUNITY AUTOMATIC EXCHANGE 





Write for this in- 
teresting booklet on 
the C-A-X. It is fully 
illustrated and tells 
just what the C-A-X is 
and what it can do for 
you. There is also an 
information blank for 
your convenience. 
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cblgation upon each member of our or- 
gailization.” 

So it can readily be seen that to meet 
this double obligation, the operator must 
at all times be ready to meet the demands 
of the suBscriber in a most courteous and 
cheerful manner. To do this she must, in 
answering her calls, or handling a com- 
plaint, strive to give the subscriber the 
idea that it is not a task she is perform- 
ing, but a pleasure to be of assistance in 
any way—and I know of no other way in 
which this can be done than in greeting 
the subscriber in the way that has been so 
aptly described as the “Voice with the 
Smile.” 

The Price of an Unfriendly Feeling 
By Mrs. Loretta Cusick, 
Chief Operator, Illinois Bell Telephone 
Co., Springfield, Ill. 

Unfriendly feeling always exacts its tax. 
Letween nations it causes war, the tax of 
which is life and property. In business, 
the tax exacted is a waste of time and 
money. Let us take our own business in 
which we here are vitally interested— 
What is the tax of an unfriendly feeling 
in telephone work? 

The completion of long distance calls 
requires the combined efforts of the origin- 
ating and terminating operators. We can 
compare it to a forward pass in football; 
when “Red” Grange throws the ball, he 
does it with the knowledge that the Illinois 
man on the receiving end will do every- 
thing in his power to complete that play. 
Does each operator when she passes a call 
have the same confidence in the termi- 
nating operator that Grange has in his 
Tilinois teammate ? 

The completion of calls is not all we 
must think of; what we are striving for 
is completion with the least possible use 
of toll circuit and operators’ time, or in 
other words, with the least expense. Let 
us take an example of a method by which 
we can save both circuit and operating 
-time, and one in which most of us are 
often lax. We are the terminating end of 
the circuit and receive a call for a party 
whose number we know. Instead of fur- 
nishing the number, we ask the originating 
uperator to call Information. This is un- 
necessary use of toll line and operating 
time, for which no revenue’ is obtained. 

The NC condition is one of the greatest 
obstacles we have to overcome in toll 
work, The ‘elimination of NC is more 
within the power of the operator than we 
sometimes think. An untrue NC report 
often results from the failure of an inter- 
mediate operator to supervise a through 
connection. She receives an order for a 
certain office but already has the connec- 
tion established to that point on another 
call. In reply to the request of the dis- 
tant operator, she sees it is busy and re- 
ports “NC” without having supervised it 
to find out fwhether the circuit is actually 
being usede 
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Let us assume that it is an untrue NC 
report. What is the result? There may 
be three results: 

First, loss of circuit time. 

Second, loss of operators’ time. 

Third, possible loss of the call through 
inability of the calling party to wait for 
the circuit. 

We are primarily interested in our own 
companies, but at the same time we depend 
very much upon one another for the com- 
pletion of our business. Since this is true, 
combined efforts of the operators are es- 
sential to the success of their respective 
organizations. Only through friendly feel- 
ing can our efforts be co-ordinated toward 
tiie common end for which we strive. 

Do we at all times keep in mind that 
our own feeling often affects the service 
we give? 

lf we display an unfavorable attitude 
toward the public with whom we deal 
daily, they in turn will not respect our 
efforts to please them. The tax on an 
unfriendly feeling toward the people whom 
we serve is unpleasant working conditions 
for ourselves. If there is anything we 
want, it is pleasant work, and a friendly 
feeling will greatly help us to bring about 
this condition. 


Ways and Means Of Completing 
Long Distance Business. 
By Miss RutH HEmpPrtinc, 
Chief Operator, Monmouth Telephone Co., 
Monmouth, Til. 

Just visualize an operator sitting at her 
position, with several long distance calls, 
each to a different destination, lying on 
her board waiting for completion. Then 
visualize the patrons, waiting at their tele- 
phones, each just as anxious for his party 
as the other. 

The completion of these calls is now 
left entirely to the operator; dependent 
upon her ways and means of completing 
the long distance business. Her ways are 
paved ahead by her routing instructions, 
and her means by the phrases given her to 
follow. 

Just let us touch lightly on the first 
steps of her routine. The patron places a 
long distance call with the recording opera- 
tor. By gathering the proper details and 
important information, through using tact, 
the operator has the call well started on its 
journey. Recording properly is one of the 
most important factors. A slight mistake 
in recording may cause unnecessary delay, 
which in turn might lead to the uncom- 
pletion or cancellation of the call. 

After all the important details have 
been recorded, the next important factor 
is the routing. Routings may be likened 
to public highways, improved from nar- 
row pathways to broad thoroughfares, 
where there is room for all, capable of 
handling the vast amount of increasing 
traffic. 

If you follow your routing instructions 
properly, you keep to the right of the 
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black line on this highway, for each call 
has its correct, first and alternate routes, 
toll center, and class of circuit. 

The first routes given you are always 
the most direct ways, to your terminating 
point. And they should be used, unless 
congested traffic conditions cause delays 
that might justify the operator in using 
an alternate route. If improperly routed, 
the circuits are built up through so many 
stations, resulting in poor transmission 
which, in turn, leads to unsatisfactory serv 
ice or cancelled calls. 

The clearance of circuits is also impor- 
tant. An operator must build up circuits, 
but sometimes she fails to clear them. 
How can correct routings be followed, if 
they are held up by idle circuits, which 
some operator has failed to clear? 

Although the recording, routing, and 
clearance of circuits are very important, 
to my own viewpoint we have yet the most 
difficult proposition to handle. That is 
the giving of reports to patrons in such 
a manner that they will know, through the 
tone of our voices and phraseology, that 
we are as much interested in the securing 
of their parties, as if it were our own 
personal interest. 

Too much stress can not be laid upon 
the interest shown through the tone of 
our voice while delivering reports, for 
when a patron places a long distance call, 
it is evident that he wishes to reach his 
party; and if he can not reach his party, 
he. wishes to know the reason why. We 
cannot complete every call, but by the 
continued use of our phrases and close fol- 
low-ups of our delayed tickets, we can 
decrease the amount of our lost calls. 

Now the operator must be suggestive 
in the use of her phrases. For instance, 
a call might be saved by suggesting that it 
be tried later today or tomorrow, or the 
patron may talk from another telephone. 
You can often alter the patron's decision 
by your manner of speech, a good sales- 
man always speaks in the positive way 
instead of the negative. By suggesting, 
we do not mean “insisting” to the point of 
antagonizing the subscriber, for friendly 
relations with the public are just as neces- 
sary to make business relations successful, 
as are good domestic relations to make the 
home life pleasant. 

Too much insisting on the part of an 
operator, in a calm, mechanical voice, stat- 
ing phrases as if they were only facts, 
or using a hurried tone so the patron is 
left with the impression that we are 
anxious to get through with his call and 
get him out of the way is the cause, | 
really believe, of a large percentage of 
our cancelled calls. 

Our phrases are mere words, given ws 
as a guide, and mean little to our patron 
unless given in such a manner as to instill 
in him a feeling of personal interest shown 
for the completion of his call, and a fee!- 
ing that you will serve him to the best 
of your ability, for the voice is the point 
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of contact, in this relationship, which is 
most definite. 

Although we have touched briefly on our 
methods of routine, much more can be 
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said and we can go over our phrases re- 
peatedly. Yet all the makers of phrases, 
and of all the routine, can not give us the 
one thing, uppermost in my mind, as the 


27 


most essential in the completing of long 
distance business—that of personal con- 
tact through the voice in giving reports to 
subscribers. 


Havana Cuts Over Two New Offices 


Cuban Telephone Co. Places Two New Offices in Service in the Island’s 
Capitol City, One Serving a Residential Section and the Other a Business 
District — First Installation Made of the Strowger Automatic Director 


One of the most important events in the 
telephone development of Havana, Cuba, 
took place on Saturday, November 15. Two 
new offices, known as Buena Vista and 
Principe, were cut into service involving 
the Strowger automatic director equip- 
ment. This is the first installation using 
the director for public telephone service, 
which has heen made. 

Since 1909 when Strowger automatic 
equipment was first installed in Havana, 
the telephone growth there has been 


The use of 
the director here permits a complete re- 
vision of trunking methods from Marianao 
and Buena Vista to Havana proper along 
the lines of greatest economy. 

Marianao is located just south of the 
new Buena Vista office and is now being 
relieved by it. All calls to Havana from 
these two sub-offices are routed via Vedado 


rectors were working fine. 


using a common group of trunks from 


Buena Vista to Vedado. Formerly calls 


offices, each with an ultimate capacity of 
10,000 line terminals, may be provided in 
each district, but each six-digit sub-office 
so provided for necessitates the elimina- 
tion of one 1,000-line: five-digit group in 
the district main office. 

In forecasting the ultimate application of 
this numbering plan to the Havana area, 
the Cuban Telephone Co. has been able 
to build up a prospective network contain- 
ing eight district main offices and 12 dis- 





This exchange is noted 
for its exceptionally heavy traffic, 28 
calls per telephone being the aver- 
age daily calling rate. The Aguila 
office, located in the business section 
of Havana, is one of the largest 
automatic central offices under one 
roof. 

The 
phone 


interesting. 


tele- 
intervening 
years has made it necessary to open 
a number of offices in the city’s out- 
lying districts. In recent years a 
district located a little to the south- 
west of Havana has grown popular 
as a residential section. Realtors 
have been very active in this neigh- 
borhood and the demand for tele- 
phone service has rapidly increased. 

It is here that one of the new 
offices, Buena Vista, has been estab- 
lished. The other new office, Prin- 
cipe, is located in the downtown 
district and will relieve the Aguila 
office. 

The cutover took place at mid- 
night last Saturday and the new offices, 
Buena Vista and Principe, went into 
service. The procedure was directed by 
F. T. Caldwell, acting chief engineer, In- 
ternational Telephone & Telegraph Co. and 
H. C. Hart, acting chief engineer of the 
Cuban Telephone Co. They were assisted 
by Rene Galvez, R. B. Half, C. R. Baugh, 
anc the installation staffs of the Cuban 


demand _ for 
service in the 


growing 





Telephone Co., and the Automatic Elec-. 


tric Co., in charge of J. K. Barrington. 
Others who were present at the cutover 
were J. A. Fernandez, assistant to the 
President and commercial superintendent of 
the Cuban Telephone Co., T. G. Martin, 
H. P. Mahoney and H. E. Clapham of 
the \utomatic Electric Co., Chicago. 
*, e traffic from the Marianao and 
Buena Vista offices was very heavy Sun- 
day and Monday and the automatic di- 


View of Aguila Office, 
Principal Office Provides Equipment for Relief of Aguila Area. 











from Marianao went over special trunks 
to Monte. Local calls in either of the 
two sub-offices are made without tying 
up or even momentarily using inter-office 
trunks. The transmission between Mari- 
anao and Havana and between Regla and 
Guanahacoa and Havana has been vastly 
improved by the new routing of traffic. 

Another important feature was the cut- 
ting over of new trunks from the Aguila 
office to Regla across the bay. They re- 
place the old trunks that ran from Monte 
to Regla. 

The Cuban Telephone Co. has adopted 
a plan for Havana involving the use of 
both five and six-digit numbers, continuing 
the use of a letter as the first digit. Under 
this plan the latter ceases to be solely an 
office designation, and becomes, in addition, 


a district designation. One or more sub- 


Havana, Cuba, at the Time an Addition Was Being Made—The New 


trict sub-offices. Each of the main offices 
will contain 7,000 to 9,000 line terminals 
designated by five-digit numbers. 

The sub-offices will be arranged for 
ultimates of from 3,000 to 10,000 line ter- 
minals each, designated by six-digit num- 
bers. This provides for an ultimate of 
approximately 150,000 line terminals, or a 
total development more than 50 per cent 


greater than the probable 1940 require- 
ments. 
The Buena Vista and Marianao offices 


are the first of the six-digit sub-offices to 
be cut 
The Buena Vista designations are from 
FO-1 to FO-6, and the Marianao designa 
tions from FO-7 to FO-9 and FO-0. A 
similar arrangement is 
Regla-Guanabacoa 


into service under the new plan 


planned for the 
when these 


changes are converted to automatic. 


area eX- 





Why Overhead Construction Order? 


Discussion of Overhead Electrical Construction Rules Proposed in General 
Order 115 of Illinois Commerce Commission—What the Commission Believes 
Construction Rules Should Be— Paper Presented at [Illinois Convention 


While this paper is primarily a discus- 
sion of the construction rules proposed in 
General Order 115, particularly insofar as 
they may be of benefit to the telephone 
utilities, it is also a somewhat general dis- 
cussion of what we believe construction 
rules should be. 

The proposed rules are of interest to the 
telephone utilities particularly in that they 
cover construction of both telephone and 
electric lines, but I want to make it clear 
in the beginning that no argument will be 
made in this paper for any specific values 
or principles contained in the rules, that 
no discussion will be made of grounded 
telephone circuits, the principles of induc- 
tive codrdination, the rights of interested 
parties in any case growing out of induc- 
tive interference, and that no attempt will 
be made to point out the respective rights 
of public utilties on highways nor pass on 
such questions as priority of occupancy. 
The proposed rules, it must be’ understood, 
are in tentative form only, having not yet 
been adopted by the commission. 

The telephone business is still young. 
Some of you can recall the first commer- 
cial telephone. I can easily recall the first 
rural telephone line in our section of the 
state. The electric light and power busi- 
ness is even younger. The first central 
station was put into operation.in the 80’s. 

Transmission line operation was practi- 
cally unknown in Illinois 20 years ago, 
and rural electric service is a development 
of the last few years and, of course, is 
still in its infancy. Twenty years ago 
kerosene lights were almost universally 
used. A little later private electric plants 
came into use, particularly in rural dis- 
tricts. Now electric service from com- 
mercial distribution systems is being de- 
manded in rural districts to keep pace with 
other modern developments. 

Going along with this development is 
the need for greater attention to construc- 
tion rules; rules showing how lines should 
be built to be safe and to furnish efficient 
service; rules setting up instructions to 
one utility building lines which may 
cross, conflict or parallel those of another. 

Requirements of an Adequate Set of 
Construction Rules. 

Such rules were not necessary 20 years 
ago because they would have had little 
or no application, but 15 years ago there 
began to develop the need for something 
of that kind, and certain interests began to 
make studies looking toward their formu- 
lation. 


By J. Howard Mathews, 


Assistant Chief Engineer, Illinois Com merce Commission. 


Generally speaking, the primary purpose 
of a set of construction rules is to bring 
about the highest possible grade of con- 
struction consistent with its cost and bene- 
fit to the public. 
quirements, etc., are proper when they in- 
sure adequate safety and service and at the 
same time incur no unnecessary expense. 
Too little clearance or inadequate strength 
constitutes a hazard; too much places an 
unnecessary burden upon the public using 
the commodity. Specifically, then, the 
main purposes of a set of construction 
rules are: 


1—To promote safety: 


(a) By prevention of hazards resulting 
from failures of physical property (such 
as accidents from contact with charged 
conductors or low wires over tracks ; strik- 
ing leaning or broken poles, etc.). 

(b) By prevention of service failures 
which may affect safety of human life 
and property (such as failure of electric 
supply or of communication means in 
emergency ). 
2—-To insure reasonably reliable service: 

(Attendant conditions, such as impor- 
tance of service and amount of invest- 
ment may determine what “reasonably re- 
liable” service is, but certain minimum re- 
quirements should be met to the end that 
the public may be served without undue 
economic loss or inconvenience due to ser- 
vice failures). 
3—To improve cooperative relations be- 
tween utilities : 

(Notices in advance of construction to 
those utilities likely to be affected, and 
an exchange of pertinent information tend 
to prevent the development of undesirable 
conditions arising out of failure of one to 
give consideration to the rights of an- 
other). — 
4—To serve as a guide to practice: 

(While minimum requirements only are 
set forth, compliance with them will in- 
sure reasonable safety and service. They 
should operate to prevent construction 
which a good authority would disapprove). 
5—To encourage uniformity in construc- 
tion : 

(a) Within properties (since uniformity 
makes for efficiency). 

(b) Between properties in different 
states (thereby promoting economic ad- 
vantages that always follow standardiza- 
tion and adding to the convenience of 
those building in different states). 


In the formulation of a set of rules of 
this kind there is a need on one hand 
that they be comprehensive, in that all 
possible conditions should theoretically be 
covered; on the other hand, considerable 
may be lost by making rules so complex 
as to be difficult of understanding. In- 
structions of this kind should be such that 
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Clearances, strength re-_ 


they can be used by the line constructing 
company throughout its organization as 
a guide to proper construction. The con- 
tractor or the line foreman, the designer, 
the engineer and the farmer ought all to 
be able to understand their meaning and 
their application. 

When any individual, association, or 
corporation, or any other agency desires 
information relative to procedure in line 
construction and relative to the type of 
construction to be employed, it is well to 
have a set of rules in a form which may 
be put into their hands, knowing that a 
reasonable study of the rules will insure 
a safe and serviceable type of construc- 
tion and a safeguarding of the interests 
of the other public utilities already in the 
field. We have tried to meet these de- 
mands in the proposed rules. 

Progress Requires Revision of Rules. 

Every phase of public utility work is re- 
ceiving more scientific treatment than it 
has been in the past. By scientific treat- 
ment I mean to include every kind of 
study and attention which may be expected 
to be productive of beneficial results. Hit 
or miss methods are being replaced by 
methods growing out of exact measure- 
ments. 

In the higher development of the elec- 
trical industry, different kinds of instru- 
ments have been developed which make 
possible a very satisfactory control of the 
operating characteristics of electric cir- 
cuits. 

In the telephone field, studies are being 
continuously made in the interest of bet- 
ter and more economic transmission of 
voice impulses. Instruments have _ been 
devised whereby transmission losses may 
be accurately determined in open lines, 
cable, coils, cords and every other kind of 
telephone facility or equipment. Instru- 
ments are now in use for measuring 
amounts of extent of crosstalk, 
telephone interference factors in electric 
circuits and for the determination of many 
other characteristics of circuits and equip- 
ment, all to the end that a better or 
greater service may be rendered. 

A number of years ago the [IIlinois 
Commerce Commission adopted a set of 
rules for overhead electrical construction, 
known as General Order 30. These rules 
have performed an important work and 
have had the effect of materially improv- 
ing line conditions. They have now be- 
come outgrown or obsolete in many re 
spects and experience in applying them 
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has shown wherein improvements should 
be made. 

In most sections of the state of Illinois 
there is now at least one telephone line 
on each highway. On many others there 
js, in addition, one electric line and as a 
result of the rapidly increasing demand 
for electric service in rural districts, it is 
to be expected that electric distribution 
lines will be extended to serve practically 
every community and rural inhabitant now 
receiving telephone service. 

As mileage of lines increases, there is 
bound to follow an increase in the number 
of crossings and conflicts and other con- 
ditions which tend to increase the number 
of potential hazards, and, unless given 
adequate attention, may be expected to 
increase likelihood of accident. 


We felt, and still feel, that at the time 


of its promulgation, General Order 30’ 


was a very creditable set of rules, but as 
the arts and practices of telephony and 
electrical development advanced there also 
developed a demand for parallel progress 
in requirements relating thereto. Present 
day development calls for more attention 
to clearances and strength requirements 
than has heretofore been given. 
Reason for Changing Present Rules. 
With these factors in mind, and in the 
light of greater experience, we have felt 
for some time that the existing rules cov- 
ering this subject are in need of revision, 
particularly in that: 


(1) The rules are not complete; they 
omit a great many minor points which are 
met with continually. In certain cases 
where the rules ought to be specific in 
themselves, the decision of the commis- 
sion is necessary to determine the char- 
acter of construction required. 


(2) The rules are indefinite where re- 
lating to less than 5,000 volts in that it is 
not clear what the required application of 
the National Electrical Safety Code to 
such crossings might imply. 


(3) Classes A and B, as defined in Gen- 
eral Order 30, appear to be entirely dif- 
ferent from any classification given in any 
other set of construction rules. This re- 
sults in confusion, particularly where an 
organization is doing work in more than 
one state. 


(4) General Order 30 considers only 
different degrees of hazards for different 
voltages and not different densities of pop- 
ulation. There are but two general volt- 
age classifications for determining hazards, 
classifications for purpose of clearances 
differing in each section. There is no 
or reason for this lack of uniform- 
ity. 

(5) General Order 30 limits spans at 
crossing for both supply and signal lines, 
regardless of loading strength require- 
ments, etc. Frequently long span con- 
struction may be more stable than short 
Span construction and the proposed rules 
Tecognize this. 

(6) The kind of guys permitted at rail- 
Toad crossings and where supply lines 
cross signal lines would be entirely inade- 
quate for many conditions of loading. 


(7) Elaborate detailed specifications are 
Siven for identifying structures. It is 


TELEPHONY 


proposed to modify these in an effort to 
secure the same results at less expense. 

(8) General Order 30 contains no unit 
fibre stressés or factors of safety for wood 
pole construction. This is a very impor- 
tant item of line design and is fully cov- 
ered in the proposed rules. 

(9) Rules relative to the grounding of 
circuits are indefinite and have been mis- 
interpreted. 

(10) Many references are made to the 
National Electrical Safety Code, particu- 
larly for loading conditions and for de- 
termining the acceptability of crossings. 








FUNDAMENTAL TRAITS FOR 
SUCCESS. 


When I, myself, had charge of the 
hiring of men, I studied each man care- 
fully, for to be successful in business a 
man must be a profit-maker, and to’ be 
a profit-maker he must have certain 
fundamental traits. I want men who 
think quickly and clearly, men who 
have had sound, even if insufficient, 
training and who have good analytical 
powers. 

The man who is to be an asset to the 
business must have energy and persist- 
ence, and he must be straightforward 
and ambitious. If he has these major 
virtues, we need not worry about his 
minor faults, for the latter can be cor- 
rected—they’ll gradually work out if he 
is given an opportunity to develop his 
sound, fundamental traits—Harvey S. 
Firestone, President, Firestone Tire & 
Rubber Co. 








The proposed rules will be complete in 
themselves and carry definite requirements 
which, under the present rules, are impos- 
sible or very difficult to apply. 

(11) No consideration is given in Gen- 
eral Order 30 to the necessity for in- 
creased separation between conductors 
with large sags. 


(12) Specific clearances and strength 
requirements are fixed regardless of such 
conditions as density of traffic, loading of 
lines, character of lines crossed, etc. 


(13) General Order 30 does not specify 
clearances between supply and signal lines 
in cases of overbuilds or conflicts. 


(14) General Order 30 contains no rules 
discouraging the overbuilding of signal 
circuits by power lines. 


(15) General rules are given in General 
Order 30 where inductive influence is con- 
sidered likely with a statement of per- 
missible parallels for given voltages, sep- 
arations, etc. These rules have been used, 
or possibly misused, where as a matter 
of fact they were not properly applicable. 
Sufficient studies have not yet been made 
to warrant the adoption of the values con- 
tained in that rule. 


(16) Grounding of metal poles and 
metal arms on wooden poles is required 
at crossings without extra insulation. 
This probably increases the liability of 
failure at the crossing. Such a rule 
clearly should be modified and that has 
been done in the proposed rules. 

(17) Guys are required on all crossing 
poles. No omission is permitted where 
poles are strong enough otherwise, or in- 
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side of angles or when. crossing at points 
where guying is difficult or impossible. 

(18) Rules of General Order 30 con- 
tain some ambiguities, some obsolete and 
unreasonable requirements, and in many 
cases call for interpretation of their in- 
tended meaning. This permits various 
interpretations as each individual puts. his 
own construction on the rules. 


(19) In the interest of standardization 
and national uniformity there is a need 
for revision in order to make the rules 
correspond more closely with those 
adopted nationally and generally in effect 
in other states where revisions have re- 
cently been made. 


Outstanding Features of General 
Order 115. 

One of the objects of the new rules is 
to make definite and concrete statements 
of adequate construction requirements. In 
the past lines have been built largely on 
the basis of what was considered general 
practice. Definite construction specifica- 
tions were practically unknown. A good 
many lines were built along the line of 
what the company had found to be jus- 
tifiable from experience, or on the basis 
of the lineman’s practical knowledge of 
what constituted a good line. Many of 
these lines were well built, some were not. 
In trying to apply this practical knowledge 
to new conditions, heavier leads, longer 
spans, and smaller poles, mistakes were 
made by wire-using companies and some- 
times serious mistakes. 

The particular rules now under consid- 
eration are quite specific in all points of 
clearances, strength, etc., and will, in a 
measure at least, provide instructions for 
building lines where specifications are lack- 
ing. Sight must not be lost, however, of 
the fact that these rules provide minimum 
requirements only and, in looking for re- 
quirements to meet average good practice, 
something better may be justified. 

Hazards are provided against by grades 
of construction, depending upon the im- 
portance of safety and the likelihood of 
hazard. The rules will be much more 
definite on this than were the old rules, 
particularly in rural districts. Poor con- 
struction and maintenance of electric and 
telephone lines have been found to cause 
a great deal of trouble on telephone lines, 
resulting in seriously impaired service. 

The new rules will make more thorough 
maintenance mandatory and, by serving as 
a guide to minimum requirements, will 
give the construction man a much better 
idea of what kinds of construction are re- 
quired to meet good practice. 

The rules are quite definite in specify- 
ing the kinds of loads which will serve 
as a basis for strength requirments. In 
order to obviate the necessity of making 
calculations, tables are provided which 
show the size of poles which are neces- 
sary to meet the given strength require- 
ments. 

A section has been provided covering 
conflicting lines, a matter which is not 
covered in the present rules. This will 
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probably prevent most of the overbuilds 
which have been one of the most objection- 
able features where electric and telephone 
lines are on the same highway. Proper 
notice is required. 

The rules go into considerable detail 
relative to grades of construction, load- 
ing, strength requirements, pole sizes, etc., 
at crossings. Under certain conditions, 
at least, these should provide greater pro- 
tection to the signal circuits crossed. 

Among other things, the rules contem- 
plate elimination of overbuilding; that is, 
except at crossings the conductors of one 
line should not overhang those of another. 
A number of conditions of this kind have 
been found in practice and it is believed 
that the rules will tend to prevent a re- 
currence of such conditions. 

In order to meet reasonable service needs 
of the public, all supply and signal cir- 
cuits should be located, constructed, op- 
erated and maintained in conformity with 
general coérdinated methods which main- 
tain due regard to safety, service, and the 
prevention of interference with the render- 
ing of any other service. Advance notices 
and required cooperation tend to bring 
about these desirable conditions. 

The time to cure undesirable 
tions resulting from conflicts is 
the development. Prevention is 
costly than the cure. Proper kinds of 
rules in the hands of parties contemplat- 
ing construction will operate to this end. 
A serious economic loss is likely to re- 
sult from failure to give proper attention 
to these matters before the conflicting con- 
ditions have developed. 

Throughout the rules, cooperation and 
coérdination are made mandatory. 
Though not always apparent, there are 
advantages to be gained by the signal 
company’s notifying the electric utility in 
case it expects to do some new building 
or reconstruction work in proximity to 
the latter’s lines. 

The telephone man may very well argue 
that the existence of his line in the prox- 
imity of an electric line cannot interfere 
with the latter, and for that reason he 
can see no occasion for sending a notice. 
It may be, that the electric 
company has in mind some program, the 
carrying out of which may result in seri- 
ous inconvenience to the telephone com- 
pany which would not have resulted had 
the telephone company’s program been 
known and opportunity been given the 
electric company to provide against it. 


condi- 
before 
less 


however, 


It may also be that the electric com- 
pany wishes to cooperate with the tele- 
phone company in some change of route 
of one line or the other which can most 
effectively be carried out when a full 
knowledge is possessed of the plans of 
both. 

Progress Necessitates Revision of Rules 
from Time to Time. 

Rules stand still but the art progresses. 
If you do not revise rules from time to 
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time they impede development, maybe de- 
velopment of telephone business, maybe 
of electric business,: possibly of railroads 
or of safety work. General Order 115 
is not a repeal of General Order 30, but 
rather a supplement to it, on account of 
new needs. Summarizing then: 

First, we need rules in the interest of 
safety and service. Although in the mat- 
ter of safety, which is the principal object 
of the rules, let us remember that utilities 
can do much more than any set of rules 
by proper instructions to, and education 
of, employes in safety practices and pro- 








SIX EVILS TO OVERCOME. 


Six evils must be overcome in this 
world by a man who desires prosperity: 
Sleep, sloth, fear, anger, idleness, and 
procrastination——Hindoo Proverb. 








cedure. No device, rule, set of rules, or 
instructions, can be as effective in the in- 
terest of safety as can a careful man; 

Second, we need revisions of rules from 
time to time to meet developments in the 
industry ; 

Third, rules should be specific, com- 
prehensive, yet easily understood; should 
promote safety, insure reliable service, 
improve cooperative relations, encourage 
uniformity and serve as a useful guide to 
practice. 

Perhaps a note of warning should be 
sounded here. As previously stated, the 
rules will establish minimum, not average, 
values and it is to be expected that utili- 
ties will generally build better than the 
requirements demand. 

Minimum strength requirements and 
minimum clearances should be exceeded 
where it is economical to do so. It takes 
practically the same amount of labor to 
set and frame a large pole as a small one 
and even where reliability of service does 
not require it, it is sometimes good eco- 
nomics to set a larger pole than strength 
requirements call for, because of a sav- 
ing in replacement expense. 

Some lines, though they might meet 
minimum strength requirements, have 
caused poor service, economic. loss, and 
no end of trouble, because of the large 
expense necessary to keep them in repair. 
Extremely small poles have to be re- 
placed in a very few years and, as a 
general thing, their use is probably not 
warranted. 

For the most efficient accomplishment 
of these objects we need diligent applica- 
tion and serious study, we need coopera- 
tive studies and the assistance of every 
interested party. Everyone’s welfare will 
be best promoted by working together. 
We wish to thank your representatives 
for help already given and to solicit your 
earnest cooperation in the work still be- 
fore us. 

We hope to have a set of rules which 
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as nearly as possible suits all interested 
parties, but we need a set which pro- 
tects them all, be he a _ pedestrian jn 
the city, automobile driver in the country, 
trainman, electrical worker, or, last but 
not least, the citizen who pays the bill 
for providing this protection to all the 
rest of them. 


Earnings of Keystone Telephone 
System for Nine Months. 

The Keystone Telephone Co., of Phila- 
delphia, Pa., has issued a statement of 
earnings for the combined companies for 
the nine months ended September 30, 1924, 
and for the 12 months’ period ended on 
that date, with comparative figures for the 
year previous. 

The gross earnings during the nine 
months’ period increased $83,865 over 
1923; expenses increased $25,318 and net 
earnings, $58,547. The balance on hand 
September 30, 1924, represents an increase 
of $63,460 over the preceding year. 

The statement follows: 


—9 months ending— 
September Year 
30, 1924. previous. 
Gross earnings....... $1,417,362 $1,333,497 
Operating expenses, 
maintenance and 


761,292 = 735,974 





Net earnings....... $ 656,070 $ 
Less interest on bonds 316,174 
Other interest charges 67,968 


597,523 
321,052 
68,003 





Balance available for 
reserve, federal tax, 
dividends and sur- 


271,928* 208,468 


*As adjusted. 


—12 months ending— 
September Year 
30, 1924. previous. 
Gross earnings....... $1,886,979 $1,782,894 
Operating expenses, 
maintenance and 
ee 1,029,081 


$ 857,898 $ 
422,373 
98,028 


982,119 


800,775 
429,954 
88,391 





Net earnings 
Less interest on bonds 
Other interest charges 





Balance available for 
reserve, federal tax, 
dividends and sur- 


$ 337,497 $ 282,430 


City of Los Angeles Now Has 
250,000 Telephones. 


Los Angeles, Calif., now has a quartef 
Announcement 
that the 250,000 mark has just been passed 
in the growth of Los Angeles exchange 
was made recently by N. R. Powley, com 
mercial superintendent of the South Calé 
fornia Telephone Co. 

The milestone was reached by the addi 
tion of 41,000 telephones in exactly a yeaf’s 
time, according to Mr. Powley, who said 
that that number of instruments repre 
sents a population of 164,000 people 
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“P & H Process” Poles in lines of Tri-State Telephone & Telegraph Co., St. Paul, Minn 


_ Keeping Faith with 
‘P&H Process Cedar Poles 


ut of the hundreds of thousands of ‘‘P & H Process’’ Poles sold, 
only five have shown less than the specified full sapwood penetration to a 
depth of one-half inch. Under the terms of our written guarantee, the Butt- 
Treating price is refunded on any ‘‘P & H Process’’ Pole not showing the full 
specified penetration. @ Whatever your pole needs may be—Northern White or 
Western Red Cedar, Butt-Treated or untreated, we can supply them promptly. 


“Still in the Lead” 


PAGE»”° HILL CoO. 


MINNEAPOLIS , MINN. 


New York, N. Y. 50 Church St. | Kansas City, Mo.717 BryantBldg. =, Dayton, Ohio, Reibold Bldg.. | 
Chicago, Ill. 19 So. LaSalle St. * Omaha, Neb. 536 Keeline Bldg. ~ Dallas, Texas, Central Bank Bldg. 
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almost incredible that a busy physician 
could find time to devote to the general in- 
terests of the industry with which he hap- 
pens to be identified incidentally, but the 
facts are as stated. 

Tribute to Retiring President. 

“Tt is due to Dr. Gordon’s unselfish loy- 
alty to the telephone industry, to his clear 
thinking and constructive ability, that the 
policies of your:association for the last 
five years have been satisfactorily worked 
out and found acceptable to your board of 
directors so that they can be and have 
been reduced to concrete results. 

A. R. Patterson, vice-president, who is 
also chairman of the membership commit- 
tee, has attended every district meeting 
since his election to the office of vice-presi- 
dent, and the increase in the membership 
in your association is principally due to 
his work as chairman of the membership 
committee. 

The directors of your association are 
called together quarterly, under our pres- 
ent constitution. This involves long trips 
for a number of the directors, and a very 
considerable amount of time, and the tele- 
phone industry of this state should know 
that the members of your board of direc- 
tors have given freely of their time and 
ability to the general interests of the in- 
dustry in this state. 

It is due to the action of your officers 
that you now have an association which is 
able to command the respect and consid- 
eration of other agencies with which the 
telephone industry must have contact, and 
for these reasons the telephone industry 
cf Illinois owes its thanks to these men. 

In closing I am impelled to bring to 
your attention one thing which appears to 
be important in view of what is likely to 
occur during the year 1925. Your officers 
and directors can and have given freely of 
their time and ability to the affairs of the 
association and other industries in general. 
There are many matters, however, in which 
your officers and committee chairmen are 
helpless without the support of the vari- 
ous committee members. 


Support of Committee Members 
Needed. 

“This is true in such matters as may 
have to be taken up with the utilities other 
than telephone companies in this state. It 
is mentioned in order to emphasize the 
fact that those who are selected to serve 
on committees will confer weight upon 
the work of the committee by their pres- 
ence, and their absence may and often 
does make it extremely difficult, if not 
impossible, for the committee to function 
constructively. 

With sincere hope and confidence that the 
great industry with which we are iden- 
tified may continue to hold its place in the 
social and industrial world, I will close 
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with a hope that may be expressed as 
follows: 


‘So live that when the final scorer comes 
to write against your name, 

He will not write you won or lost, but 
how you played the game.’” 


“Making Service Pay” was the subject 
of an inspirational and helpful address by 
Fred High, of Chicago. Mr. High cited 
many instances where the giving of real 
service in business brought high returns. 

Lack of cooperation, he declared, brings 
about disgruntled people, while coopera- 
tion with civic and community activities 
brings appreciation and profit. In closing, 
Mr. High exhibtt€d a number of paid ad- 
vertisements to show what results have 
been obtained through tying up with com- 
munity enterprises. 

The next speaker on the afternoon pro- 
gram was Frank E. Bohn, vice-president 
and general manager of the Home Tele- 
phone & Telegraph Co., of Fort Wayne, 
Ind., who presented a most interesting 
paper on the subject, “Building Good Will 
Through Correspondence.” 

“Much has been said about our face-to- 
face and voice-to-voice contacts,” said Mr. 
Bohn, “but comparatively little about our 
through-the-mail contact. It has been my 
observation that many public utility oper- 
ators overlook the possibilities in building 
cordial public relations through the me- 
dium of the mail, or rather our letters. 
Our letters, if given due care in their com- 
pilation, can help much to build cordial 
public relations.” 

The speaker emphasized the importance 
of courtesy in letters, stressing the neces- 
sity that it should not be confused with 
flattery, servility or obsequiousness. “Dis- 
courtesy,” he asserted, “never pays under 
any circumstances. 

“There are times,” said Mr. Bohn, “when 
our letters must be straightforward and 
to the point, but this does not mean that 
they cannot be so and at the same time be 
ccurteous and tactful.” 

Helpful and practical suggestions were 
given for the handling of complaints by 
correspondence as well as for conducting 
the general business correspondence of a 
telephone company making the through- 
the-mail contact an important factor in 
building good public relations. 

Mr. Bohn’s paper will be published in 
a future issue. 


Following a number of announcements, 
A. R. Patterson, of Streator, brought up 
the question of the principles of business 
conduct of the Chamber of Commerce of 
the United States. He moved that these 
principles be recommended to the tele- 
phone men of the state and approved by 
the association. After being seconded by 
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Illinois’ “Presidential” Convention 


A. R. Bone, of Chicago, the motion was 
put and unanimously adopted. 
The session then adjourned. 


Thursday Morning Session. 

The first speaker at the Thursday morn- 
ing session was Chas. C. Deering, of Des 
Moines, Iowa, secretary-treasurer of the 
United States Independent Telephone As- 
sociation. Mr. Deering spoke upon asso- 
ciation activities, both state and national, 
stressing their importance in the industry, 
He outlined the organization of the na- 
tional association, its affairs being con- 
ducted by a board of 31 directors, of 
which two are active in the Illinois asso- 
ciation. 

Mr. Deering discussed the problems of 
associations with particular reference to 
the work done in connection with the ses- 
sions of the state legislatures. The tele- 
phone companies, he stated, do not realize 
the work done by the association during 
legislative periods, particularly while the 
bills are in their formative periods. He 
urged that those present get in touch with 
their representatives and let them know 
their wishes. 

The speaker complimented the Illinois 
association on the work it has started in 
its relations with electric companies and 
predicted that tremendous savings will re- 
sult to the companies of the state. He 
also referred to the association’s large 
membership and the good resulting from 
the monthly district meetings. 

After discussing the service rendered 
individual companies and citing instances 
of the value of the aid extended by state 
associations, Mr. Deering took up the work 
of the national association, with particular 
reference to the Interstate Commerce 
Commission. He pointed out that the ac- 
counting system of the Interstate com- 
mission has resulted in the accounting sys- 
tems of the state commissions being much 
more uniform than they otherwise would 
have been. 

Discussing the matter of rates, the 
speaker declared that it is the duty of 
those having adequate rates to help their 
neighbors raise their inadequate rates. The 
rate problem, he stated, after all gets 
down to the problem of management. 

The toll reference and text book of the 
national association was referred to, Mr. 
Deering declaring that the regulations laid 
down in it are standard regardless of 
whether applied to the handling of Inde- 
pendent or Bell lines. Traffic men wn0 
have studied the book are high in theif 
praise of it, the speaker, saying that copies 
of it should be in every office, stated that 
they may be secured by writing to the 
Chicago office of the United States Inde- 
pendent Telephone Association. 

Another money-saving service rendered 
by the national association, the speaker 
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Three steps in Lyon Telephone Service 


Years of experience with the storage needs of 
telephone companies has led to a Lyon service 
that includes all the elements making for the 
proper control of telephone supplies in ware- 
house, office or exchange. 


The first step is the plan—a plan that provides 
systematic accessibility of all stores, for the 
prompt servicing of your operating and mainte- 
nance requirements. Lyon will submit such a 
plan—conserving your floor space and permit- 
ting natural expansion. 


Next, the plan will be carried out with shelving, 


counters, lockers and cabinets of standardized 
construction and uniform finish with the Lyon 
features of strength, compactness and quality. 


Finally, there is specialized equipment for needs 
individual to the telephone industry—Head 
Set Cabinets, Fuse Cabinets and Wire Chiefs’ 
Cabinets. These specialties have been worked 
out by Lyon Engineers and are described along 
with many others in Bulletin 314. 


Write for this Bulletin—No. 314—and gain a 
clearer, larger view of what this Lyon service 
may mean to your organization. 


Lyon Metallic Manufacturing Company 


Aurora - Illinois 


BOSTON 161 Devonshire St. 


CLEVELAND 1365 Ontario St. ROCHESTER 








PITTSBURGH 437 Smithfield St. 
61 South Avenue 
PHILADELPHIA 1319 Filbert St. 


Authorized Agents in Other Principal Cities 


for Every Storage Need | 


LOS ANGELES 1240 S. Main St. 
CHICAGO 230 E. Ohio St. 
DETROIT 149-159 W.Fort St. 


NEW YORK 
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Please tell the Advertiser you saw hi= Advertisement in TELEPHONY. 


342 Madison Ave. 
INDIANAPOLIS 11S. Meridan Ave. 
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stated, is in the matter of income tax re- 
turns, and Mr. Deering showed how the 
association has been instrumental in hav- 
ing corrected errors made by the govern- 
ment agents in assessments. In closing, 
he advocated everyone getting into asso- 
ciation work, for the more one gets into it 
the more benefit is received. 

Dean Charles M. Thompson, ot the Col- 
lege of Commerce and Business Admin- 
istration, University of Illinois, was the 
second speaker of the morning. Dean 
Thompson stated that his remarks would 
be in the nature of a progress report of 
what has been dene in the last 12 months 
in the way of education in public utility 
matters. 

He announced that 16 scholarships had 
been provided for next year at the Uni- 
versity of Illinois for graduate students to 
pursue investigations in the economics of 
public utilities, including telephones. 

“There are not three men in the United 
States who are both by experience and 
training fit to teach the actual facts of the 
economics of public utilities, and one of 
the principal purposes of these scholar- 
ships will be to train men to teach the 
subject intelligently,” said Dean Thomp- 
son. “The scholarships are made possible 
by the generosity of one man and will run 
for five years and, if the experiment 
proves successful, will be made permanert 
by an endowment. 

“They will pay $400 to $800 per year 
and thus help the young men to pursue 
their work who might otherwise not have 
the means. The scholarships will also 
turn out men better fitted to enter active 
work in the public utilities field, but the 
greatest benefit to the public and the utili- 
ties will be the fact that competent in- 
structors will be developed. 

“For a hundred years we have been 
teaching economics on the basis of com- 
petition between those engaged in indus- 
try. Now we suddenly realize that 40 
billion dollars are invested in industries in 
which there is no competition, so we must 
realign our teaching to meet this situa- 
tion.” 

Dean Thompson also touched briefly 
upon some details of management of tele- 
phone companies. The usual rules of ‘de- 
preciation and business accounting and 
methods do not apply to the telephone 
business, he said, because usually the com- 
pany operates in a limited territory, it 
deals in only one commodity and it has a 
governmental foster father behind it pre- 
scribing how it shall do certain things. 

Touching upon depreciation, he said: 
“When a furniture store sells a piece of 
furniture, the depreciation falls upon the 
purchaser. When a telephone company 
secures a customer for a telephone, the 
company must stand the depreciation. I 
believe that too many companies do not 
allow enough for the hazard of deprecia- 
tion caused by new inventions and im- 
provements. 
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As a customer of a telephone service, I 
am really more interested in having the 


- company get adequate rates for good serv- 


ice than having them starve their stock- 
holders and give poor service.” 

“Tam _ convinced,’ declared Dean 
Thompson in touching upon the operating 
of public service companies, “that there are 
many companies in Illinois that are giv- 
ing more time to the technical side than 














F. Trautwein, New Director of Illinois As- 
sociation, Is Manager of the Morrison 
Telephone Co., Morrison, III. 


they are to the business side. Generally 
speaking, the engineering has run ahead 
in public utility work.” - 

Dean Thompson’s address was discussed 
by C. B. Cheadle, of Joliet ; E. D. Glandon, 
of Pittsfield, and Chas. C. Deering, of 
Des Moines, Iowa. 

Following Dean Thompson’s address, 
some very pertinent questions were raised 
and discussed by A. R. Bone, general 
commercial superintendent of the Illinois 
Bell Telephone Co., in his paper entitled, 
“How Can Growth and Satisfactory Bal- 
ance Sheets Both Be Maintained ?” 

A topic of fundamental importance 
which is forced upon telephone. men by 
current economic conditions and which 
must be met promptly and squarely if they 
are to continue to operate as sound and 
satisfactory going concerns, as set forth 
by Mr. Bone, is this: 

“How are telephone companies to con- 
tinue to grow and expand at a satisfac- 
tory rate to the public they serve and at 
the same time continue to produce balances 
ot revenues over expenses which will be 
satisfactory to the investors in the prop- 
erties devoted to such public service?” 

The simplest answer, said he, is merely 
that rates, our only source of revenue, 
must be kept at a sufficiently high level. 
But how can we proceed so as to insure 
the receipt of proper revenue promptly 
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when needed and without losing the con- 
fidence and cordial codperation of our sub. 
scribers, which we know to be essential 
to the real success of a modern public 
utility? The answer to that, of course, 
is persistent and perpetual publicity as to 
the facts of our business. 

Mr. Bone then drew attention to some 
of those facts, especially those not easily 
understood by the public, and set forth 
the facts as seen by those familiar with 
the actual operation of a telephone com- 
pany—that the unit cost of furnishing 
service increases with the growth of an 
exchange; that the big factor of cost is 
the payroll; that the average cost and 
value of plant has increased every year 
since 1914. 

The speaker stressed the importance of 
acquainting the public with all of the facts 
concerning the operation of the telephone 
system, also with this basic fact—that the 
service itself is the most important thing 
in all places, at all times. 

“Give the service, satisfy the demands 
of the public. Then calculate your costs, 
explain your situation by real and effective 
publicity, and demand fair pay for the 
goods you deliver—just as every other ef- 
ficient and able merchant does if he con- 
tinues in business and keeps pace with the 
town in which he operates. . 

Then if we have the right sort of con- 
tacts, it will not be hard for us to get the 
confidence of those whom we serve aiid 
with whom we work for the 
good.” 

Mr. Bone’s paper will be published in 
full in a future issue of TELEPHONY. 

The report of the nominating committee 
was then read by J. H. Dial, of Jackson- 
ville. He stated that the committee recom- 
mended for directors A. R. Bone, of Chi- 
cago; F. Trautwein, of Morrison; F. A. 
Norris, of Monmouth; O. M. Burgess, 
Murphysboro; A. R. Patterson, of Strea- 
tor; Ed D. Glandon, of Pittsfield; E. S. 
Sterrett, of Henry; Dr. R. E. Gordon, of 
El Paso; H. G. Lankford, of Chicago: 
H. H. Knipe, of Lawrenceville; W. H. 
Bassett, of St. Louis, Mo.; C. B. Cheadle. 
of Joliet; T. C. Ainsworth, of Blooming- 
ton; Dr. J. G. Schwartz, of Jerseyville, 
and J. C. Poole, of Lincoln. 

Upon motion, properly seconded, the re- 
port was adopted, and the secretary i 
structed to cast a unanimous ballot for 
the election of the nominees. 

The report of the auditing committee 
presented by F. A. Weber, of Pekin, stated 
that the books and other records of the 
association were examined and found cot- 
rect. The report was accepted and filed. 

Following the adjournment of this ses- 
sion, the board of directors held a meeting 
and organized by electing Fred A. Norris. 
of Monmouth, as president; A. R. Pattet- 
son, of Streator, vice-president; and 
J. G. Mitchell, of Springfield, secretary- 
treasurer. 

Immediately upon the opening of the 
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The People’s Telephone 


The telephone knows no favorites. 
it does the bidding of the country 
store and of the city bank. It is 
found in the ranch house kitchen and 
in the drawing-room of the city 
mansion. Its wires penetrate the 
northern forest, stretch across the 
prairie, are tunneled under city streets. 


The telephone knows no favorites. 
Its service to all the people is of the 
same high standard—the Bell System 
standard. Twenty-four hours a day 
it carries the voices of all. For the 
benefit of all, the long-distance cir- 
cuits are kept in tune. Numberless 
discoveries and improvements devel- 


oped by the Bell System have made 
the telephone more useful for all the 
people. In America, all can afford 
the telephone, for Bell System service 
is the cheapest, as well as the best, in 
the world. 


The telephone knows no favorites. 
It is not owned in any one locality or 
by any particular group of men. It is 
owned by 350,000 stockholders, who 
represent a cross-section of the thrift 
of the whole country. The owners of 
the telephone are those it serves. 


In America to-day the 15,000,000 
telephones of the Bell System con- 
tribute to the security, happiness and 
efficiency of all the people. 


AMERICAN TELEPHONE AND TELEGRAPH COMPANY 
AND ASSOCIATED COMPANIES 


BELL SYSTEM 


One Policy, One System, Universal Service 








Please tell the Advertiser you saw his Advertisement in TELEPHONY. 
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concluding session on Thursday afternoon, 
President Gordon called upon J. Howard 
Mathews, assistant chief engineer, Illinois 
Commerce Commission, Springfield, for an 
address, “Why an Overhead Construction 
Order ?” 

Mr. Mathews delivered an excellent ad- 
dress which, although primarily a discus- 
sion of the instruction rules proposed in 
the commission’s new General Order No. 
115 that is to be issued soon, was also a 
general discussion of what the commission 
believes construction rules should be. Mr. 
Mathews’ paper is presented in full on 
other pages of this issue. 


The report of the resolutions committee 
was then read by A. R. Bone, of Chicago. 
In it the officers and directors of the asso- 
ciation were congratulated upon the work 
accomplished during the year and thanks 
were extended to Dr. Gordon and the 
directors, and particularly to Dr. Gordon 
in appreciation of his work as president. 

The directors were urged to increase the 
scope. of service rendered by the associa- 
tion as had been suggested by Dr. Gordon. 
Another resolution expressed the indebted- 
ness of the association to the various 
speakers and conveyed a vote of thanks to 
the Misses Norris, of LaPorte, Ind.; Barnes 
of Des Moines, Iowa, and Sorensen, of 
Springfield, for the part they took in 
making the traffic conference such a won- 
derful success. 


The indebtedness to the hotel, Mayor 
Woodruff, the Chamber of Commerce and 
to the press of Peoria was acknowledged 
in another resolution and the association’s 
hearty thanks tendered. 

Mr. Bone moved the adoption of the 
report and, upon being seconded, it was 
unanimously carried. 

Dr. Gordon briefly told of the plans of 
the directors to employ a service engineer 
and to provide other. services for member 
companies in plant and maintenance work. 

A. R. Patterson, of Streator, in report- 
ing for the membership committee, stated 
that up to that hour 468 had registered, of 
which 176 were in the traffic conference. 

In the absence of B. J. Mullaney, of 
Chicago, director of the Illinois Commit- 
tee on Public Utility Information, Secre- 
tary Mitchell spoke of the work of the 
Illinois committee and what some of the 
association members are doing in using 
the committee’s bulletins and also speak- 
ing before various organizations. He sug- 
gested that President Gordon call upon 
different men who have been utilizing the 
information sent out by the committee. 


Ralph Dexter, of Galva, stated he found 
the clip sheet of the Illinois Committee on 
Public Utility Information very interest- 
ing. He hands the matter to the local 
newspaper with added comments applying 
to the local situation. Mr. Dexter told 
how he had persuaded four of the eight 
operators in his exchange to make a talk 
at the loca! Rotary club luncheon and de- 
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clared they presented one of the most in- 
teresting programs the club has had. 

E. D. Glandon, of Pittsfield, stated that 
he has talked before a couple of organiza- 
tions and has seven or eight more appoint- 
ments to be filled before the close of the 
year. He did not wait for the opportuni- 
ties to come to him but invited himself by 
writing to schools and clubs. He com- 
mended the plan to the telephone men and 


advocated that they educate the people and. 


give them the facts. 
Geo. X. Cannon, of Freeport, supple- 
mented the remarks of the other speakers 














Miss Norris Is to Be Congratulated upon 
the Able Manner in Which She Con- 
ducted the Traffic Conference. 


as to the information sent out by the 
Illinois committee and advocated that the 
companies make use of it. 

The session then resolved itself into an 
open forum. Secretary Mitchell spoke of 
the bulletin the association had issued on 
tree trimming and declared that no one has 
a legal right to trim trees without the 
consent of the abutting property owner. 

A. R. Patterson, of Streator, brought up 
the question of attachments to equipment 
and A. R. Bone, of Chicago, gave the 
position of the Illinois Bell company upon 
this question. It contends that no one has 
a right to make attachments to its instru- 
ments and the courts have upheld it. Dr. 
Gordon added that as the company sells 
and supplies service and owns the equip- 
ment, no one has a right to put attach- 
ments on it. 

C. B. Cheadle, of Joliet, brought up the 
matter of borrowing telephone service, 
particularly by representatives of various 
publications who make a canvas over the 
telephone for subscriptions. 

This brought up a lively discussion 
which was participated in by a number, 
including E. R. Allen, of Savanna; Ralph 
Dexter, of Galva; Geo. X. Cannon, of 
Freeport: H. A. Ball, of Arrowsmith; 
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Dr. R. E. Gordon, of El Paso; E. D. 
Glandon, of Pittsfield, and others. 

It was shown that a charge was ordi- 
narily made and the best plan seems to he 
that adopted by Geo. X. Cannon. Mr. 
Cannon stated that he had been imposed 
upon by the magazine solicitors and, there- 
fore, he filed a. schedule with the Illinois 
Commerce Commission covering this spe- 
cial service. It provides for an installa- 
tion charge and a charge per call. 

Mr. Cannon declared that telephone 
rates are based upon the theory of an 
average number of calls and not for con- 
tinuous use of the telephone, as is the case 
when solicitors use it, and he warned that 
managers must not admit that the flat rate 
entitles subscribers to a continuous use of 
the service. 

Several other questions were discussed 
after which Dr. Gordon, before declaring 
the convention adjourned, expressed his 
appreciation for the help which had been 
extended to him in the years of his work 
as an officer and asked that this help be 
extended to the new officers. 

The Traffic Conference. 


The traffic conference held in conjunc- 
tion with the conference was most success- 
ful, the attendance at the sessions exceed- 
ing that at the sessions in the main hall. 
Many of the managers divided their time 
between the two meetings, thus indicating 
their interest in traffic matters. 

At the opening session of the confer- 
ence on Wednesday there were 80 oper- 
ators in attendance and the afternoon ses- 
sion saw this number increased to 130. 
The attendance at the Friday afternoon 
session was larger, approximating 150. 

The conference was conducted by Miss 
Marguerite J. Norris, of La Porte, Ind, 
and she developed many interesting dis- 
cussions which were participated in by a 
large number of those present. The ques- 
tion box was so freely used that it was 
impossible to even attempt considering all 
of the questions. It was necessary to se- 
lect the questions, but as many were taken 
care of as was possible in the time allotted. 

In addition to those presenting papers, 
some of which appear in this issue of 
TELEPHONY and others of which will be 
published in future issues, informal talks 
were made and discussions participated in 
by F. V. Newman, of LaPorte, Ind.; Miss 
Anne Barnes, traveling chief operator of 
the Iowa Independent Telephone Associa- 
tion, Des Moines, Iowa; Harry E. El 
dridge, of Chicago; Miss Esther Soren- 
sen, of Springfield. 


Prices in the Metal Markets. 


-New York, November 17.—Copper— 
Firm; electrolytic, spot, and futures, 14c. 
Tin—Firm; spot and futures, $54.75. Iron 
—Firm; No. 1 northern, $21.50@22.50 ; No. 
2 northern, $20.00@22.00; No. 2 southern, 
$18.00@19.00. Lead—Quiet; spot, 8.65@ 
9.00c. Zinc—Steady; East St. Louis spot, 
6.90c; futures, 6.90@6.95c. 
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“INDIANA”’ 


TELEPHONE AND 


TELEGRAPH WIRE 


PROVEN BEST 


Time and the aid of America’s foremost 
engineers, have enabled us to develop and 
manufacture the highest grade wire krown to 
the trade. It is greatest in conductivity and 
lasting qualities, due to the superior quality of 
material from which it is made, as well as its 
Extra Double Galvanizing, which insures longest life. 


STEEL STRAND 
Single and Double Galvanized, Standard, 
Siemens-Martin, High Strength and Extra 
High Strength Grades. 


HANDLED BY MOST JOBBERS 
MANUFACTURED BY 


INDIANA STEEL & WIRE CO. 
MUNCIE, INDIANA 
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“INSULATE” 


(Molded Composition) 
Registered Trademark 


Receiver Cases 
Handles 
Mouthpieces 
Terminals, Etc. 


Special articles 
of all shapes 
molded to order. 


Knobs, Binding 
] 00 Posts, Dials, 
Headset Caps, 
Style Insulators, 


Bases, etc. 


in steck for prompt shipment 


GENERAL 
INSULATE CO. 


1007-15 Atlantic Ave. 
BROOKLYN, N. Y. 











Chas. W. Baker, Pres. 


Platinum 


Foil, Sheet, Wire 


for all purposes in all forms 


Platinum Contacts 


give best spark———— 


IRIDIO-PLATINUM RIVETS 
PLATINUM COMPOSITE CONTACTS 
AND WELDED SCREWS , 


Send for BAKER Platinum Contacts Booklet 
SCRAP PLATINUM PURCHASED 


BAKER &CO,.INC. 


Refiners and Workers.of Platinum Gold and Silver 


80 Church St.New York ewan MD 


Clarence B. Mitchell, Vice-Pres 
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HOW MANY LINES HAVE YOU 
WHICH CROSS RAILROADS LIKE THIS? 


Another of the many important uses for EVER- 
PROTECT Cable Compound is in coating or paint- 
ing messengers across railroads or along fac- 
tories so as to prevent rust caused by coal smoke. 


Why not write today for descriptive matter and 
directions for applying? 


Order from your jobber or direct. 


NATIONAL CABLE COMPOUND CO. 
MITCHELL - - - - INDIANA 





Please tell the Advertiser you saw his Advertisement in TELEPHONY. 











Commissions, Courts and Councils 


Discussions and Rulings of State Bodies Having Supervision Over Telephone 
Companies—Decisions of Courts in Matters of Interest to Public Utilities 
Councils Relative to Franchise, Rates and Service 


and Actions of City 


Vail Plan for Large Fund to Be 
Returned to Public. 

The existence of a fund of between 
$90,000,000 and $100,000,000 which the late 
Theodore N. Vail, head of the American 
Telephone & Telegraph Co. is said to have 
planned to return to the public in the form 
of reduced telephone rates, was revealed 
November 12 at the 10 per cent increase 
request hearing of the New York Tele- 
phone Co. before Referee Isaac R. Oceland. 

The testimony concerning the fund was 
given by H. A. Trax, chief accountant of 
the New York Telephone Co. to M. M. 
Fertig and J. F. Mulqueen, counsel repre- 
senting the city, and Charles Blakeslee, 
counsel to the New York Public Service 
Commission. 

The large fund, it appeared from Mr. 
Trax’s testimony, was the residue of a 
depreciation reserve fund of the New 
York Telephone Co. The company, he 
testified, had used the money obtained from 
its depreciation reserve fund to replace old 
or worn out property. Then it had about 
$100,000,000 left over, and this sum was 
put into property and used for expenses. 

It was recalled during the hearings that 
when Mr. Vail began to build up the de- 
preciation reserve fund, he announced that 
it would be dedicated to the use of the 
public whose payments had made it pos- 
sible and the return to the public would be 
made through reduced rates. At that time, 
according to counsel for the city and state, 
it was the intention of the company to 
reduce the rates and not fix charges to the 
public which included payment of interest 
on the depreciation reserve which the pub- 
lic itself had built up. The rate of return 
to the public, it was said, was to be based 
on the income of other company property 
contributed by the investors, but not on 
the fund contributed by the subscribers. 

It was brought out in cross-examination 
of Mr. Trax that the huge residue of the 
depreciation reserve fund has been lumped 
together with other property and that the 
public is defraying all expenses on the 
residue of the depreciation reserve as well 
as on the property contributed by the 
investors. 

The telephone company is charging in 
New York City an increase of 10 per cent 
in rates by order of the federal court. 
Originally the company asked the public 
service commission to sanction a 14 per 
cent rate increase, asserting that this would 
yield it a 7 per cent return. 

The witness said the company desired 
“an adequate” return on all its property. 
He admitted that “all the property” in- 


cluded the $100,000,000 residue from the 
depreciation reserve. 

When Mr. Fertig asked Mr. Trax what 
becomes of any excess in accumulation of 
depreciation reserve over money needed 
for replacement of old or worn out prop- 
erty, Mr. Trax replied, “Why, of course 
that becomes the property of the telephone 
company.” 

Counsel for the state and city also 
sought to show through the witness that 
the telephone company receives revenues 
which could easily be diverted towards 
meeting expenses of operation. The 14 per 
increase was sought for operating 
expenses. 

Assistant Corporation Counsel Fertig 
estimated that if all revenues earned with- 
in the state on interstate calls, originating 
and ending in the state, were classed as 
intrastate revenue, the earnings of the com- 
pany would have been approximately $8,- 
000,000 greater than its books now show. 

Lester R. Scovill, superintendent of traf- 
fic for the New Yerk Telephone Co., testi- 
fied that the average number of daily local 
calls has increased nearly 25,000 during 
the last year. 


cent 


New England Bell to Seek General 
Telephone Rate Increase. 

The New England Telephone & Tele- 
graph Co. has advised the Massachusetts 
Department of Public Utilities of its in- 
tention to file a new schedule providing 


for somewhat increased rates for sub- 
stantially all classes of telephone service. 
The.company withdraws from further con- 
sideration at this time its application for 
increased rates for private branch ex- 
change switchboards, now before the com- 
mission, in order that it may be considered 
in connection with the proposed general 
rate increase. 


Vice-President Chas. S. Pierce of the 
company, in his letter to the utilities de- 
partment under date of November 3, says: 

“We shall fall far short of earning our 
dividends. Our net telephone earnings 
during the first three-quarters of the year 
1924 have been at thé rate of less than 3.9 
per cent upon the book value of our plant 
and equipment and still less upon the real 
value. The prospect for next year and the 
following years is no better unless addi- 
tional revenue shall be obtained from in- 
creased rates. 

In the past 10 years the cost of labor 
required in building and operating our 
plant has doubled and the cost of supplies 
used by the company is substantially 50 
per cent higher. Living costs in Massa- 
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chusetts, which mean the prices of com- 
modities and services which people gen- 
erally use, as computed by the public au- 
thorities, are about 60 per cent higher 
than the pre-war costs, but during that 
period the charges for telephone service 
have increased on the average less than 15 
per cent in our New England territory. 

Up to 1920 the plant and equipment of 
New England Telephone & Telegraph Co. 
had cost on the average less than $140 for 
each telephone which the company oper- 
ated, but since that date the cost of plant 
and equipment has been so great that the 
average cost for each telephone now oper- 
ated amounts to nearly $180. 

Thousands of people in Massachusetts 
are waiting for service which the com- 
pany has been as yet unable to furnish. 
Last spring we stated that the company 
expected to expend $30,000,000 for new 
construction in 1924. We now expect this 
expenditure to exceed $32,000,000 for the 
present year, but in spite of this great 
expenditure, and in spite of every effort 
to utilize existing plant to the fullest 
extent possible, the number of people 
waiting for service is increasing. 

In order that the 
the demands of the public for its service 


company may meet 
the construction of new plant must con- 
tinue at least for a number of years at 
the present rate. 

The company will at the end of 1924 
owe approximately $30,000,000 on short 
time borrowings and in the next five years 
must raise at least $100,000,000 more if 
this necessary result is to be accomplished. 
It cannot be accomplished unless the com- 
pany can earn such a return upon its 
property as shall attract this new money 
into the business. 

Under these circumstances the 
pany has no alternative but to seek a 
general increase in its rates sufficient to 
provide a reasonable return upon the value 
of its property, and to this end we shall, 
as soon as possible, probably in about @ 
month, file new schedules providing for 
somewhat increased rates for substantially 
all classes of telephone service.” 

In withdrawing the application for in- 
creased P. B. X. rates, Mr. Pierce made 
the proviso that the records in the case to 
date be cast aside. To this E. Mark Sul- 
livan, corporation counsel representing the 
city of Boston, made strenuous objection. 


com- 


Increased Rates for Duluth Fixed 
by Commission Are Upheld. 
Duluth’s telephone rates, increased im 

January, 1923, must stand, District Judge 





November 22, 1924. 


C. R. Magney ruled in an order filed No- 
vember 10, affirming the order of the Min- 
nesota Railroad & Warehouse Commission 
of December 28, 1922, granting the North- 
western Bell Telephone Co. an increase 
of $1 a month on residence and business 
telephones. 

“The order of the commission granting 
the increase is lawful and _ reasonable,” 
Judge Magney declared. 

The fight on the increased telephone 
rate began in 1922, when on December 28 
the railroad and warehouse commission 
filed its order granting an increase effective 
January 1. The city attorney first obtained 
a court order restraining the telephone 
company from collecting the increase. This 
was granted by Judge Magney on Decem- 
ber 29. 

On January 3 he dismissed the order and 
immediately City Attorney J. B. Richards 
obtained a similar order from Judge Bert 
Fesler. This, too, was dismissed, and on 
January 17 Attorney General Clifford L. 
Hilton appealed from the commission's 
ruling and obtained a restraining order, 
when Former District Judge W. A. Cant 
held that the city was not entitled to 
appeal. 

Following a hearing in January the four 
Duluth district court judges vacated the 
order restraining the telephone company 
from collecting the increased rates and the 
telephone officials agreed that if the courts 
held unfavorably to them the overcharged 
amounts would be refunded. 

“The fixing of the rates by the rail- 
road and warehouse commission is a legis- 
lative or administrative, and not a judicial 
function,“ Judge Magney stated in the 
memorandum attached to his findings. 
“The authority to fix rates was given to 
the commission in the ‘Minette law’ of 
1915 and that law provided that appeals to 
the district court shall be determined upon 
the pleadings, evidence and exhibits in- 
troduced before the commission and so 
certified by it. 


“No new evidence may be introduced in 
the court that was not heard by the com- 
mission. It also provides that at such 
trial the findings of fact made by the com- 
mission shall be prima facie evidence of the 
matters therein stated and the order of the 
commission shall be deemed prima facie 
reasonable. 

lf the court finds that the order appealed 
from is unjust, unreasonable and not sup- 
ported by the evidence, it shall make such 
order to take the place of the order ap- 
pealed from as is justified by the record 
before it. 

The legislature has thus by statute fixed 
the jurisdiction and functions of the court 
in cases of this kind, circumscribing its 
functions by limitations. 

The commission found that the value 
of the telephone company’s property in 
Duluth was $3,817,537.16 in June, 1922, 
and estimated that the rate of return on the 
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AERIAL CABLE RINGS 


Good and rapid cable installation is 


assured when BONITAS are used! 


BONITA Cable 
Rings can be 
installed in a 
“jiffy” — as 


quickly as you 





can say “Jack 


Robinson.” 


Place right 
hand hook over 
strand—squeeze 
body — force 
left hand hook 
under the 
strand, then up 
and over strand—and it’s on to 
stay until you take it off. 








The entire in- 
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be done with 
one hand. An- 
other advan- 
tage is that 
. 1 BONITA Rings 
can be removed and used over 
again, if occasion warrants. 





YES! And 
BONITA Rings 
of any size can 
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eter of sup- 


porting strand or messenger. 


A neat appear- 
ing cable job is 
the outcome 
when BONITA 
Rings are in- 
stalled. BON- 
ITA Rings are 
at their best when storms are 
worst. 








Over 90,000,000 
BONITAS have 
been sold in the 
last 8 
Why? 


years. 





Samples of any or all 8 sizes gladly furnished upon request. 


Now is the time to overhaul your 
cable before winter comes! 


CAMERON APPLIANCE C0. 


EVERETT, MASSACHUSETTS 
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investment from January 1 to June 30, 
1922, was 2.55 per cent. The commission 
estimated that the increased rate should 
bring a return of 6.79 per cent. Byron 
T. Gifford, the engineer employed by the 
city, estimated the return at 7.25 per cent 
if all increases were allowed, but Mr. Gif- 
ford failed to allow for farm rates and 
business extension rates. 

In April, 1922, the commission found 
that the telephone company was receiving 
a net return of 5.85 per cent on all of its 
Minnesota property. Duluth’s exchange 
produced slightly in excess of 2.5 per cent. 
It is evident from these figures that the 
rates in Duluth should be raised.” 


Securing Business Men’s Approval 
Before Increasing Investment. 
The Farmers Home Telephone Co., ci 

Shelton and Gibbon, Neb., is planning or: 
making all of its town lines metallic and 
putting the wires in the business section 
underground. It has written the state 
railway commission that it is desirous of 
avoiding any rate war, and is securing the 
signatures of business men ‘consenting to 
an increase in the rate sufficient to take 
care of the added investment. 

The company says that it serves four 
individual telephones located outside , the 
city limits, two of these being sheep feed- 
ing yards that operate only six months 
in the year. It is asking that instead of 
the present rate of 25 cents a mile, it be 
authorized to charge 40 cents for each 
quarter mile. 

In order that the other two patrons be 
not required to pay a rate commensurate 
for the service furnished the feeders, it 
asks for a new rate for a party-line simi- 
lar service of 25 cents a quarter mile. 


Original Cost of Purchased Prop- 
erty Must Be Shown on Books. 
The Nebraska State Railway Commis- 

sion, which has jurisdiction of all stock 
and bond issues, has entered an order that 
every approval of securities issues, where 
the transaction, involves the purchase by a 
public utility of the property of any exist- 
ing utility, will be conditioned on the entry 
into the books of the purchaser of the 
original cost of the plan as found in the 
books of the selling company. 

The: commission says that it has taken 
this step for the purpose of protecting 
itself, the public and the municipalities of 
the state that still have rate regulatory 
powers, when at any time in the future it 
may be necessary. to fix rates. 

In a number of cases it has been found 
that the new owners threw away or burned 
as useless the. old books, so that when it 
came to ascertain just what the existing 
properties which it was necessary to value 
had cost, there was no substantial means 
of fixing the original investment. 

The order has been called out by the 
fact that nearly all of the locally-owned 
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power plants are being purchased for cash 
by the big power syndicates and being 
welded into big corporations—superpower, 
in short. Seasoned utility men are paying 
higher prices for these plants than the 
commissioners think are justified by the 
physical property turned over, but the 
commissioners are loath to put their judg- 
ment as to the going value of these plants 
against that of men who are freely paying 
their own money for them. They believe, 
however, that a permanent record of the 
entire corporate history ought to be avail- 
able somewhere, and they have taken this 
means of providing for it. 

The commission, in order that the books 
of the purchasing company may balance, 
will permit them also to show the increase 
in value by reinventory and whatever sum 
was paid for intangibles. If they buy at 
a bargain the transaction will be balanced 
by a surplus item on the other side of the 
ledger. 

Nebraska Commission Changes 
Position on Valuation Rulings. 
The Nebraska State Railway Commis- 

sion recently changed its mind in the 

Omaha & Council Bluffs street railway 

case to the extent of holding that where a 

utility has actually had its structures built 

under a system of contracts, the state 
should permit to be capitalized the profits 
made by the contractors. The position of 
the company was that hypothesis and 
actual fact must not be overlapped, and 

that if its plan of valuation contemplates a 

theoretical reconstruction so rapidly to be 

done as to call for letting of extensive con- 
tracts, that plan must not be confounded 
with the actual experience of the company. 

The commission conceded that the com- 
pany’s organization, not including facilities 
for construction of extensive buildings, it 
was entitled to include contractors’ profits. 
This was on the theory that where there 
are contracts there must be contractors’ 
profits. The commission, therefore, added 
$100,000 to the valuation for this item. 

The commission also receded from its 
original position with respect to working 
capital. It had previously rejected as part 
of working capital the amount existing in 
the injuries and damages reserve. This 
reserve, created slowly from revenues and 
charged as operating expense, is in lieu of 
carrying liability insurance. The amount 
thus set aside depends upon the judgment 
of the officers. If not thus set aside, earn- 
ings in like amount would be available for 
dividends. 

The commission recognizes the difference 
from the accrual with which to pay taxes 
and interest. Surplus has been sacrificed 
to create this reserve, all in the interest 
of stable service, and there is always an 
equivalent amount of cash in there on hand. 
The commission concludes that so long as 
the policy is followed of leaving a con- 
siderable amount as a cushion fund in the 
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injuries and damage reserve, and so jong 
as this is kept available for the purpose 
for which created, in one form or another, 
it should be allowed as working capital in 
the valuation. 


Last Week’s Hearings in New Jer- 
sey Telephone Rates Cases. 


The New Jersey Public Utility Commis- 
sion held an open hearing November 12. 
in the telephone rate cases, to which repre- 
sentatives of New Jersey municipalities 
had been invited to express opinions con- 
cerning the service of the New York 
Telephone Co. 

With the exception-of Long Branch and 
Jersey City no municipalities were repre- 
sented individually although Frank H. 
Sommer, acting as counsel for several 
municipalities, declared that he would pre- 
sent at a later date a study of service con- 
ditions which had been made in_ these 
places. A similar study will also be sub- 
mitted by representatives of Jersey City. 
No testimony ‘criticising the company’s 
service was presented, however. 

Representatives of the Camden Chamber 
of Commerce presented a statement show- 
ing how the proposéd rate of the Dela- 
ware & Atlantic Telephone Co. will ai- 
fect business subscribers in that city. 

Technical questions concerning the de- 
preciation reserve of the New York Tele- 
phone Co.’s property in New Jersey and 
the methods of charging for depreciation 
were discussed at length at the hearing on 
November 13. The principal witness was 
G. W.:Whittemore, the company’s valua- 
tion engineer. ‘te 

During the morning session, Cyrus G. 
Hill, a consulting engineer retained by the 
commission, was cross-examined on this 
general subject by Frankland Briggs, at- 
torney for the company. 


Higher Differential Between Single 
and Party Line Rates. 


The Wisconsin Railroad Commission, 
on November 7, authorized the Scandi- 
navia Telephone Co. to increase the differ- 
ential as between the rates for one and 
two-party local service at its exchanges 
in the villages of Iola and Scandinavia 
from 25 to 75 cents per month. The new 


rete schedule follows: 


Gross. Net. 

Business, one-party. .$2.50 $2.25 per mo. 
Business, two-party.. 1.75 1.50 per mo. 
Residence, one-party. 2.25 2.00 per mo. 
Residence, multi-party 1.50 1.25 per mo. 
Rural service 4.75 4.00 per quar. 

An increase in rates was sought partly 
because of the need for additional rev- 
enues, but largely because of the alleged 
need for a readjustment of the present 
differential as between rates for one-party 
ard party-line service. 

The company serves a total of 678 sub- 
scribers. Assuming that the number 0 
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one-party line subscribers will remain at 
55 as at present, the proposed increase of 
50 cents a month for one-party service 
would increase the company’s revenues by 
$330 per year, says the commission in its 
opinion. This amount will be more than 
offset, however, by a recent increase of 
$200 per year in linemen’s wages and the 
resumption of payment of a_ secretary’s 
salary ef $15 per month or $180 per year. 
But even without this increase in’ operat- 
ing expenses the company’s revenues would 
still fall short of the amount needed for 
depreciation and a fair return. 

“The only question, therefore,” says the 
commission, “is whether the establishment 
of a 75-cent differential as between rates 
for single party and party line service is 
justified. 

“The company’s investment in wire plant, 
and the capital carrying and maintenance 
charges incident thereto, are twice as high 
for single line subscribers as for those 
on two-party lines and _ proportionately 
greater for single-line as compared with 
multi-party service, assuming, of course, 
that the lines are of equal length. 

“As stated in its application and brought 
out at the hearing, the company’s switch- 
board capacity is already limited, so that 
too low a rate differential will not only 
throw part of the cost of serving single- 
party subscribers upon other subscribers, 
but will create such a demand for the 
better class of service as to necessitate 
wire plant additions and the installation of 
expensive additional switchboard units. 
Such capital expenditures, with no cor- 
responding increase in the number of sub- 
scribers served, must inevitably be re- 
flected in upward rate adjustments. 

“The need for a reasonable rate dif- 
ferential in this case is therefore apparent 
and since the differential asked for is 
not unreasonable it will be approved. 

“This is not intended as a general ap- 
proval of the principle that when switch- 
board capacity is limited means should be 
taken to force subscribers on to lower 
classes of service. However, it seems to 
us reasonable, in such cases, to establish 
somewhat higher differentials than are 
customary, as long as the cost of service 
is not reasonably exceeded. Then, if there 
is still a demand for single party service, 
the company may have to provide more 
switchboard capacity.” 


Summary of Commission Rulings 
and Schedule of Hearings. 
ALABAMA. 

December 1: Hearing on application of 
J. L. Wilkinson for permission to sell his 
telephone property, operated under the 
name of the Jackson County Telephone Co. 

to A. L. Carpenter. 
CALIFORNIA. 

November 13: Application of Willits 
Telephone & Telegraph Co. for permis- 
sion to install emergency night rates dis- 
missed. 

ILLINOIS. 

October 14: Order issued approving 

trafic agreement, dated July 1, 1924, be- 
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tween the Illinois Bell Telephone Co. and 
Edgington Central Telephone. Association. 
providing for the connection of certain 
toll lines and the joint handling of toll 
line service. TA-75. 

October 15: Order issued resuspending 
until May 5, 1925, proposed advance in 
rates for telephone toll service out of 
Lawrenceville, stated in rate schedule IIl. 
Cc. C. 1, rendered by Commercial Tele- 
phone & Telegraph Co. No. 14284. 

October 15: Order issued resuspending 
until April 29, 1925, proposed rates for 
telephone service in Elliott and vicinity, 
stated in rate schedule Ill. C. C. 2 of the 
Dix Telephone Co. No. 14208. 

October 15: Order issued resuspending 
until April 29, 1925, proposed rates for 
telephone service in Greenview, stated in 
rate schedule Ill. C. C. 2, first revised 
sheet 1, of the Menard Telephone Co. 
No. 14207. 

October 21: Order issued approving 
lease by the Chicago, Burlington & Quincy 
Railroad Co. to the American Telephone 
& Telegraph Co., of certain premises in 
Ladd, Bureau county, for five years from 
May 1, 1924, at $10 per year. L-8568. 

October 21: Order issued approving so 
much of the agreement, dated July 1, 1924, 
between the Chicago, Burlington & Quincy 
Railroad Co., and the Illinois Bell Tele- 
phone Co. as provides for the construc- 
tion and maintenance of a wire crossing 
over the premises of the C., B. & Q. rail- 
road at Ipava. E-2014. 

October 29: Order issued suspending 
until March 1, 1925, proposed rates for 
telephone service in Washington and vicin- 
ity, stated in rate schedule Ill. C. C. 2 of 
the Washington Home Telephone Co. 
No. 14547. 

October 29: The commission approved 
contract for the sale of the property and 
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assets of the Jerseyville Telephone Co., 
unincorporated, to the Jerseyville Tele- 
phone Co., incorporated, for the sum of 
$5,000 and authorized the new corporation 
to construct, maintain and operate a tele- 
phone system in the territory now served 
by the existing system of the unincor- 
porated company. No. 13982. 

November 6: The commission resus- 
pended until November 29 the proposed in- 
creased rates filed by the Illinois Tele- 
phone Co. for Jacksonville, Alexander, 
Literberry, Murrayville and Woodson. 

November 18: Hearing at Springfield 
in re proposed advance in rates in Sparta 
stated in rate schedule No. 3 of the Sparta 
Telephone Co. No. 13832. 

November 18: Hearing at Springfield 
in re proposed advance in rates for toll 
service out of Sparta stated in rate sched- 
ule No. 1 filed by the Sparta Telephone 
Co. No. 14337. 

November 18: MHearing at Springfield 
in re proposed advance in rates in Avon 
and vicinity stated in rate schedule No. 3 of 
the Aven Telephone Co. No. 14448. 

November 19: Hearing at Springfield 
in re proposed advance in rates in Cham- 
paign stated in rate schedule No. 1, sheets 
1, 3, 4, 5, 6, 8 and 9, of the Illinois Bell 
Telephone Co. No. 14389. 

November 19: Hearing at Springfield 
in re proposed advance in rates in Urbana 
stated in rate schedule No. 1, sheets 1, 3, 
4, 5, 6, 8 and 9, of the Illinois Bell Tele- 
phone Co. No. 14390. 

November 19: Hearing at Springfield 
in re proposed advance in rates in Good 
Hope and contiguous rural territory stated 
in rate schedule No. 2 of the Farmers 


Switchboard Co. No. 14496. 


INDIANA. 
November 8: The Mongo Mutual Tele- 
phone Co. filed a petition with the com- 
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mission for an increase in rates for its 
users from $12 to $15 a year. The com- 
pany said that its receipts for 1923 wer: 
$1,755.17 and its expenses $3,243.64, leaving 
a deficit of $1,488.47, The company serve: 
165 subscribers. 


NEBRASKA. 


November 11: Application filed by th 
Bancroft Telephone Co. asking permis 
sion to increase rates. 

November 12: Complaint filed by 
Charles N. Fickel, of Clearwater, against 
the Northern Antelope Telephone Co. al- 
leging that company has refused to give 
him service asked for. 

November 12: Request made by Na- 
ponee Home Telephone Co. for order upon 
postmaster requiring him to answer his 
telephone whenever called; dismissed for 
lack of jurisdiction. 


New HAmpPsHIRE. 


November 7: The Carroll County Tele- 
phone Co., the Central New Hampshire 
Telephone Co., the Coos Telephone Co., and 
the White Mountain Telephone & Tele- 
graph Co., filed schedules showing in- 
creases in certain of their toll rates in New 
Hampshire, effective December 1, 1924. 

These changes as proposed will adjust two 
features of the rate schedules of these 
companies in the following manner : 

Reduce the initial period for 15, 20 and 
25-cent messages from five minutes to 
three minutes and the overtime period on 
15 and 20-cent messages from two minutes 
to one minute. 

Change the basis of determining person- 
to-person, appointment, and messenger 
charges. (derived from the rates for sta- 
tion-to-station messages), by computing 
the rates for these classes of messages to 
the next higher multiple of 5 cents when- 
ever the station-to-station rate is not even- 
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ly divisible, instead of computing the rate, 
as at present, in some cases to the next 
lowest multiple of 5 cents. 

These charges are identical to those re- 
cently established by the New England 
Telephone & Telegraph Co. in New Hamp- 
shire. 

New York. 

November 17: Hearing at Buffalo in 
the case of Grant E. Neil vs. Jamestown 
Telephone Corp., asking for installation of 
a telephone at his residence in Ashville, 
Chautauqua county. No. 2214. 


Ouro. 

November 13: The commission sus- 
tained the motion of defendant and ordered 
struck from the complaint of Wilbur King, 
et al. vs. Athens County Home Telephone 
Co., the allegation that some five years 
ago the management promised about this 
time to reduce rates to the basis of $1 per 
month. Defendant was given a_ period 
of 15 days within which to answer the 
complaint as so reformed. 

November 13: Finding that the evidence 
does not sustain the allegations of the 
complaint ‘the commission dismissed the 
petition of H. H. Harvey et al. vs. United 
Telephone Co., alleging that the proposed 
consolidation of the Middleburg exchange, 
which has a small number of subscribers, 
with a neighboring exchange, will render 
the service inadequate and inefficient. 

November 14: The Vermillion Tele- 
phone Co. filed application for authority 
to issue and sell at par $15,000 5 per cent 
preferred stock. The proceeds are to be 
used to reimburse the treasury for $7,500 
uncapitalized capital expenditures, to pay 
$3,800 note and to provide additional pole 
line and cable facilities at a cost of $3,700. 
Proper investigation has been instituted. 

OKLAHOMA. 

November 18: Hearing in the case of 
the St. L. & S. F. vs. Ravia Telephone 
nn alleging violation of order 1946. No. 
61 


November 19: Hearing in the case of 
M. F. Grubbs vs. Maramec Telephone Co., 
asking for investigation of rural switch- 
ing rates. No. 6125 

PENNSYLVANIA. 

November 6: The Northwestern Tele- 
phone Co. filed a complaint with the com- 
mission against the Commonwealth Tele- 
phone Co., alleging the failure to main- 
tain service connections between the two 
companies. 

SouTtH CAROLINA. 

November 8: Increase in rates at 
Winnsboro allowed by commission follow- 
ing a hearing in Columbia at which repre- 
sentatives of the Winnsboro Telephone Co. 
and of the subscribers were present. 

The rates on business telephones will be 
increased to $3.50 per month, and on resi- 
dence telephones to $2.35. 

WISCONSIN. 

November 20: Hearing at Madison in 
re application of the Barron County Tele- 
phone Co., of Rice Lake, to increase rates. 

November 24: Hearing at Ridgeway in 
the case of the Ridgeway Village Tele- 
phone Co. vs. the Commonwealth Tele- 
phone Co., as to disconnection of line. 


Reliable No. 997B Sawtooth Ar- 
rester Featured Last Week. 

The self-cleaning, weather-proof saw- 
tooth arrester featured by the Reliable 
Electric Co., of Chicago, in its advertise- 
ment on page 10 of last week’s issue of 
TELEPHONY is the No. 997B protector and 
not No. 977B, as was erroneously stated. 
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Permanent 
Holding Power! 


Ten years of faithful service 
for the telephone industry has 
conclusively shown that CHI- 
CAGO EXPANSION BOLTS 
have a way of holding indefi- 
nitely. Over 7,000,000 now in 
use by telephone companies. 

The bolt is designed for 
fastening wires and cables to 
masonry. While other bolts 
when expanded come in con- 
tact with the hole at only a 
few points, the CHICAGO 
BOLT fills every crevice of the 
hole with lead and does not 
pull out. 

Why not secure samples and 

prices today? 


DON’T FORGET ABOUT OTHER 
Trade Mark 


PRODUCTS: Expansion Bridle Rings, 
Expansion Nuts, Toggle Bolts, and 
Expansion Pipe Hooks. 


Chicago Expansion Bolt Co. 
9 So. Clinton St. 
CHICAGO - =- 
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Please tell the Advertiser you saw his Advertisement in TELEPHONY. 














